{OTOP 


THE AMERICAN@ TELEPHONE JOURNAL 


PUBLISHED Every WEEK 
By TELEPHONY PUBLISHING CorpP. 
116 S. MicuIGAN Ave., Cuicaco, ILL. 


JUNE 17, 1922. [VOL. 82. NO. 24.] 


Entered as second-class matter Sept. 4, 1908, at the post office 


at Chicago, Ill., under act of March 3, 1879. 


. 


Wy 


SINGLE CopigEs, 10 CENTS 
YEARLY, U. S. A., $3; CANADA, $4 
ALL OTHER COUNTRIES, $5 








EVERSTICK 
ANCHORS 
lead the 


world 
in anchor sales. 


HUBBARD 
POLE LINE 
HARDWARE 


includes every piece of hardware for 

pole line construction, Made of 

steel, double hot gal- 

, rigidly inspected. Hubbard 

become the standard 

ich all hardware is judged, 
Ask your jobber. 


Hubbard & Co., Pittsburg’, Pa. 


The Hardware makes the line 
Hubbard makes the Hardware 





Telephone Cables 


ALL SIZES AND CAPACITIES 


Hard Drawn yo aga 
> Telephone Wire 
| Sage © Galvanized Iron 
Telephone Wire 
4.25 J} Siemens-Martin and 
— High Strength 
Strands 
AMERICAN ELECTRICAL WORKS 
PHILLIPSDALE, R. |. 


nr W. Adams St. 
MNATI— Traction Building 
NEW YORK. 





Poss 


IMMENSE STOCKS—Northern 
and Western Cedar. 


24 HOUR LOADING—ordered 
9 A. M.—en route 5 P. M. 


BUTT-TREATING — any form 
—open-tank method. We PEN- 
TREX treat. 


NAUGLE POLE 
& TIE CO. caicaco, m2. 
New York Columbus, O Kansas City Boston Spokane 


MAIN YARDS: *Chicago, *Pinconning, Mich., Green Bay, Wis. 
*Pentrezing and treating plants at these yards. 











\Red Dex) Tools 


“Red Devil” Electricians’ 
and Linemen’s Pliers 


are Leaders 


“RED DEVIL” Plier is 
something more than a 
piece of metal given a 
certain shape. If it is worth 
using at all, it is because some- 
one knew how best to select the 
metal for the particular pur- 
pose, how to treat it, how to 
forge it, how to finish it. 
It is because “Red Devil” Pliers 
are made by men who do know 
these things, that they have be- 
come the accepted leaders in 
their field. 
‘Red Devil”’ Standard Side Cutting 
Plier No. 50—7" shown here, $1.25 
—from dealers and us. 


Electricians’ tool booklet free. 


SMITH & HEMENWAY CO., Inc. 


87 Coit Street Irvington, N. J. 


American Steel & Wire Co.’s 


W&M 
"7 crepnone 
elegraph 
Wire 


Strand-steer wire 
Pole Steps 


Descriptive literature—free 
American Steel & Wire 


Chicago n 
New York Company 


CEDAR 
POLES 


Wire or write for 
delivered prices 


NATIONAL POLE CO. 
ESCANABA :: :: MICH. 


220 Broadway, New York 
2844 Summit St., Toledo, Ohie 
Rialto Bidg., San Francisco 


AYNE 


Company 


Fort 
PRINTING 
FORT WAYNE, IND. 


Printers and Blank / 
Book Manufacturers 


Write fer Sampies and 
Prices on I. C.C. Forms 


Ours Are the Best 


THE 
THIMBLESS 
EYE 


is the latest 
improvement on 


Matthews 
Scrulix Anchors 
Costs No More 


W. N. Matthews & Bro., Inc. 
St. Louis, Mo. 





























What a Leich Magnetic Mulptiple 
Switchboard Does: 


Distributes calls among the operators. 

Lights pilot lamps on incoming calls. 

Keeps operators’ attention fixed on work. 

Enables one operator to answer and complete any call. 


Requires only the number of operators that can be kept busy. 


Restores the line signal the moment call is answered from any position. 


Gives busy tests without plugging in. 
Gives accurate supervision on cord circuits. 
Gives the maximum operating speed of any magneto switchboard. 


Does not require a rate that restricts telephone service in the community 
in order to pay a return on the investment. 


The Leich Magneto multiple switchboard is the real solution of the ex- 
change problem up to 1,000 lines. 


Tell us your operating conditions, we will write the specifications for a 
switchboard to meet them. No obligation on your part. 


LEICH ELECTRIC CO. 


Telephones, Switchboards, Accessories 


GENOA, ILLINOIS 


DISTRIBUTORS 
ELECTRIC APPLIANCE COMPANY TELEPHONE & ELECTRIC SUPPLY CO. 
Chicago, Dallas, San Francisco, New Orleans POST wy + ~~ +p co. Spokane, Wash. 
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The economic getting and _ send- 
value and genuine CURRENT OPINIONS AND COMMENTS _ite 2 doctor to 


importance of co- 

operation have been strikingly demonstrat- 
ed in the telephone field of Wisconsin 
within the last two weeks. <A _ serious 
controversy was brewing between certain 
Independent interests and the Wisconsin 
3ell company over toll board arrange- 
ments. 

The Independents had reason to believe 
that their rights were about to be in- 
vaded and they prepared for a real fight 
to maintain them. The Wisconsin State 
Telephone Association took a hand in the 
matter, and later the United States Inde- 
pendent Telepkone Association was ap- 
pealed to. 

As a result a conference was held, the 
long distance lines running to New York 
were utilized, and in the end the difference 
Was adjusted to the complete satisfaction 
oi the Independent interests. 

* x * * 


This incident showed the wisdom of 
opposing sides getting together before de- 
claring war. Incidentally, the Wisconsin 
Independents who figured in the episode 
feel that they have secured all they con- 
tended for, namely, continued control of 
their end of the toll traffic. 

roof is also furnished in the outcome 


that organized effort gets results. 
* * * * 


X 


me day, when the giving of more 
service than is covered by the mere wages 
involved is properly recognized, the tele- 
phone operator will receive due appreci- 
ation from the public. Evidence shows 


that time is approaching, for people are 


beginning to value the spirit of helpful- 
ness which goes outside ordinary bound- 
aries to render service. 

* * * * 

Down East a telephone operator told 
the local supervisor that a subscriber call- 
ing for a doctor was crying and appar- 
ently in great distress. The supervisor 
called the subscriber and offered to as- 
sist. In reply the subscriber said her child 
had a convulsion and she was unable to 
get in touch with a physician. 

The supervisor took charge, located a 
physician, instructed him where to go, 
and then asked him what remedy should 
be applied before his arrival. The physician 
gave first-aid instructions to the super- 
visor who relayed them by wire to the 
anxious mother. 

Needless to say, that subscriber sin- 
cerely appreciated such help, and in the 
future will have something to ‘say when 
the telephone service is adversely criti- 
cized. 

~ * - * 

A similar instance reported concerns an 
operator who received an urgent call from 
a subscriber asking for assistance in ob- 
taining a physician to attend her baby 
that had eaten potash. 

The operator had difficulty in reaching 
the doctor, and meantime called up a hos- 
pital to ask what home remedy could be 
used for A trained 


nurse told the operator what to do, and 


immediate relief. 


the operator passed the information on to 


the subscriber. Later she succeeded in 


the woman’s house. 

The emergency relief saved the infant’s 
life, and both the subscriber and the phy- 
sician gave the telephone operator warm 
praise for the prompt, personal service 
so efficiently volunteered. 

* * * k 

Examples like these fit exactly into the 
modern theory that the only real service 
is that which does not blindly follow the 
prescribed groove, but is actively seeking 
ways to help. 

Telephone employes have unusual op- 
portunities to give this personal service, 
and those who take advantage of them 
can build up a strong reserve of public 
good will for their company. These 
friendly relations have a wider influence 
than is usually believed to exist, and are 
a big asset for any utility corporation. 


* * * * 


A deserved tribute was paid to the tele- 
phone operator in a recent editorial in the 
Lynn (Mass.) Telegram, which made the 
point that the public too often fails to ap- 
preciate the service given by “Central,” 
or remember that the operators are doing 
their best to discharge an important, dif- 
ficult task. 

The editorial concludes: 


“At best the job of a telephone operator 
must be a trying one. It cannot be other- 
wise than monotonous. The continual 
‘Hello, give me 41144-J’ cannot inspire 
a great deal of enthusiasm nor interest. 
The fact that nobody is seen and that a 
day’s work is only a long continued de- 
mand for connections, makes the occupa- 





16 
tion of a telephone operator 
lacking in diversity. 

“The therefore, 
should not be too keen in calling down an 


singularly 


people of this city, 
operator when a telephone connection is 
not speedily made. As a rule these girls 
are long-suffering and courteous even un- 
der the stress of abuse and 


much some- 


times profanity. They are doing their 
best to serve the public and a_ graceful 
compliment for their excellent work ought 
to be occasionally handed to them in place 
of some of the complaint.” 


* + * * 


Speaking of service, P. S. Arkwright, 


president of the Georgia Railway & Pow- 


er Co. in a notable address before the 


Rotary Clubs convention, made this  in- 
teresting statement: “The specter of gov- 
ernmental control, destroying initiative 
and enterprise, restricting usefulness and 
in the end killing private ownership and 
operation, will hover over private and 
corporate enterprises until service is made 


the basis of all business.” 
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His appeal was for a broadening of the 
interest of every business man, looking 


toward the general object of complete 


understanding and the resultant fairness 
that must be the rule in all business deal- 
ings. 

Otherwise, public sentiment in the end 
will insist on governmental intervention, 


+ * * * 


This reasoning is sound. Big Business 
cannot run wild as it did 20 or 30 years 
ago. 


\s Mr. 


roads were the first to feel the restrictive 


Arkwright pointed out, the rail- 


hand of the government. The meat pack- 


ings and coal mining industries are be- 


ginning to experience the same pressure. 
Great business enterprises must consider 
their associates in- the 


the people—also 


same line—as well as their own balance 


sheets and statements of earnings. 
The Rotarian speaker does not believe 


in governmental regulation as a remedy 
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for business troubles. “Operation of busi 
ness by government,” said he, “does m 
prevent monopoly; it assures it. It do 
not improve 


improper practices; it) in 


creases them, Whatever the abuses may 
have been in individually conducted busi 
ness, the incompetency, 


waste, extrava 


gance and graft so often found in thy 
conduct of industry by government, over 
shadow them.” 

* * # # 


In Mr. 


needed in’ the 


Arkwright’s opinion, what we 
husiness life of America 
today are 

“A determination among men interested 
in business to give value as wellas take it, 
a realization that one class cannot profit 
at the expense of another without eventual 
loss to both, and that all classes are mu 
tually dependent on the services of each 
other.” 

This is good doctrine for all telephone 


men whether they are Rotarians or not. 


“Mrs. Manager—” 


Here Is Another 


Manager,’ 


Fools 


fear to 


rush in, they say, where angels 
tread; so, at least, friends re- 
minded me when I threatened to write this 
“Manager's Letter’ —and address it to the 
But isn't it 
Lord loves a who'll 


female of the species. also 
said that “the 
take a chance”——? 

“Now | listen,” friend, 
“the only safe. way to give a woman ad- 


man 
cautioned one 


vice is to tell her on the Long Distance! 
That is,” he added dubiously, “if there 
is a safe way—which I much misdoubt—” 

Well, I don’t know myself, but I'm go- 
ing to take the chance. 
by me, Mrs, 
don't, my 


I hope you'll stand 
Manager, because if you 
address for the future will 
probably be that vague and indefinite place 
called “parts unknown.” 

By Way of Explanation. 

Some telephone folks were good enough 
to say nice things about the “Letters to 
Managers” which were published a few 

Some of these folks were of 
sex—bless ‘em!—and ten or 
twelve of them were wives of managers. 

Several of these ladies were good 
enough to suggest that I try my hand at 
a “Letter” addressed to the wives who 
boss the managers. One or two of them, 
if I remember correctly, dared me to do it. 

So here I am, Mrs. Manager, like a 
lamb led to the slaughter. All I ask is: 


months ago. 
the fairer 


One 
Famous Among Telephone People 


‘Talks’’ That 


of Those 


By E.C 


Give me the 


Blomeyer 


benefit of every reasonable 
that the printed 
page is the only method by which any man 
can talk back to a woman for any time 
at a stretch. 


doubt—and remember 


I'll say in the beginning that this is no 
I shall 
make no attempt to tell how you can take 
an old tablecloth, cut it on the bias, trim 
it with ruching, and make a nice dress 


Ladies’ Home Companion article. 


for the baby, nor shall I expatiate on rec- 
ipes for spongeless sponge cakes, or things 
like that. 

This is a business proposition. It con- 
cerns women only as women concern the 
and I'll admit right 
here—to save you the trouble of saying 
it for me, Mrs. Manager—that while I 
know comparatively little about the tele- 
phone business, I know still 
women. 

And now, as Mr. Shakespeare remarked, 
“Thrice cursed be he who first cries ‘Hold, 
enough !’” 


telephone business, 


less about 


Hubby & Company. 

A lot of telephone men are successful 
because of their wives; a few, in spite 
of their wives! 

One of the best telephone men I have 
ever known—a man who was most suc- 
cessful as general manager for a very large 
company—made his record through his 


Have 
While It Is 


Made _ the 


Addressed to 


Author 
“M co. 


the Men Folks Will Be Interested in Reading the Comments 


ability for picking the right kind of men 
for his organization. 

He told me, one day, how he did it 
“I found the secret of it "way back when 
district 
said. “I 


I was commercial manager,” hx 
had to select all the exchange 
managers for the district, which was a 
large one, and I learned to never hire a 
married until I had found out the 
kind of woman he had for a wife. 

“1 2 possible, I made the ac 


quaintance of the wife of the man I was 


man 
was 
considering for the job. Sometimes I was 
fortunate enough to be invited to his hom 

to have the opportunity of seeing som« 
thing of his home life. 

“It made no difference to me if. thi 
home was a small affair, perhaps poorl) 
It made no differ 
ence if the lady was not attired in silk 


or scantily furnished. 


or fine laces; even if she was not what wi 
know as ‘highly cultured,’ and all that 
If she was a true helpmeet to her hus 
band, I felt pretty certain that that mai 
if he had any ability at all, was not lik« 

to make a botch of the job. 
business, mig! 
was. You marric 
couple are—or should be—as much pa 


“None of my some 


say—but it see, a 
ners as the members of a business fi 
to say the least. And if I were looki 
for a business firm to take charge of n 
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business, I certainly would stay away 
from one in which one of the partners 
could be charged with poor managerial 
ability, lack of interest, extravagance, 
trouble-making propensities, or anything 
of the kind. No matter how able the 
other partner might be, he would be in 
fluenced to some extent, at least, by the 


ideas of the remaining member of the 
tirm., 

“[ didn't pick just the man for the job; 
And, if | 


made a 


| picked a man and his wife. 


do say it myself, I seldom mis- 


take when | used that plan. Nowadays 


| won't select a married man for any posi- 
until T know 


tion of responsibility some- 


thing about his wife.” 
Now, that 


to hunt for 


going a long way 
Mrs. Manager 
think 


looks like 

trouble, 
about it. 
pondered it a while, it 


especially when first 
But 


doesn't 


you 


when you've 


seem so foolish after all. 


Anyway, there must be something to it 


because, as | have said, this gentleman 


made a conspicuous success in_ picking 


men for his organization who made good 
conspicuous 


Myself, 1 


responsible for 


who were, in some cases, 


successes themselves. believe 


their wives were about 60 
per cent of it. 
that “the 
of a good woman 
Well, 
get so enthusiastic 
that he take a 
wheel-barrow and go after the mountain; 
then, again, he might not. But if he had 
her love and her help besides, 
could do it. 
We've all 
said: “He 
he got 


Some long-haired poet said 
man who has the love 
should be able to move mountains.” 
I dunno. He might 


about her love would 


I believe he 


known men of whom it is 


wasn't worth a whoop ‘till 
Usually, that is 
The motive power behind 
the wife's ideas, 
that 
tive power is applied to him has a lot to 
do with what he does. 

The man, 


married.” when 


said, it is true. 


many a man is his wife; 


ambitions, ideals. But the way mo- 


Mrs. Manager, is 


average 
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He May Never Budge an Inch for You But He'll Lead 
Like a Lamb When SHE Holds the String. 


like a mule. You can pelt him 
over the head with a hickory club or build 
a \ire under him, and he may never budge 

inch in the particular direction you 
him to go. But he'll lead like a 


a shty 
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when the woman of his choice has 
her hand on the string. 

You hear a _ lot the 
“hard-headed”™ man. 
the swivel chair in his office 


lamb 


so-called 
He rides 
like a block 
of granite, and as to anything concerning 


about 
business 


his business, you'd never suspect him of 


the least grain of sentimentality or 
imagine that his mind could waver one 
iota from the business problems hand. 


But let his wife crook one finger and he'll 


slink out sheepishly at noon to match a 


spool of sickly blue. silk 
thread, or trot 
night, all tricked 


head-waiter’s 


along at 
out mia 

and a 
white-washed shirt and feel 
ing like a fool, 


suit 


to hear some 


opera star moan a few love 
songs in) Scandinavian, or 
maybe to fall over his feet 


at a society wedding. 


He'll sell the old boat and 


get a sedan; sell the sedan 
and get a coupe; sell the 
coupe and get an electric, or a_ flying 
machine, 1f the female of the species in- 


sists on it, and insists loud enough and 


long enough. Fact is, if she insists loud 


enough and long enough, he'll do anything 


short of murder—and he might even 
cansider that. 

I've heard a lot of men contend that 
their wives don't manage them, Mrs. 
Manager. I suppose they really think 
that. But all it really means is that these 
particular wives possess a_ little more 
finesse than the regular run of women; 
the velvet glove is just a little thicker 
over the hand of iron. They are managed 
so smoothly that they don't know it; 


that’s all. 
A wife 





preferably his own—has a lot 
of influence with a man, Mrs. Manager. 
She holds, so to the balance of 
power. And, she will use it 
wisely if the lasting success of her hus- 
band in his business is of lasting impor- 
tance to her. 


A Few Knocks. 


speak, 
holding it, 


Like any other man who has spent a 
considerable portion of his time in 
about the telephone busi- 


ness, Mrs. Manager, I have 
had the pleasure of know- 
ing a number of managers; 
have had the honor of 
counting many of them as 
my friends. I have known 
something of the home life 
of many of these men; have 
had the privilege, as the 
years have gone by, of 
watching with interest their 
progress and varying suc- 
cesses in the telephone field. 

It certainly speaks well for the female 
of the telephone species, even though it 
makes this chapter of my narrative con- 
siderably harder to fill up with facts, that 
out of all these men I can bring back into 





write, so 
had their 
the 


recollection as I 
them have 
business marred in 


the light of 
few of 
success in the 
least by their wives. 

Fact is, I started in here to relate 
horrible examples, by 


very, very 


a few 
way of compari- 
But it seems a mighty hard thing 
to find any horrible examples, and, 


I do recall them, they 


son. 
when 
aren't nearly as 
vou 

You' ~~. 


Cm tallied 9 
something = 


Just don tin’ about 
%500 a year tot 





These Women Were Constantly Nagging at Their Hus- 
bands to Tell the Boss What’s What. 


to make 
But— 


horrible as they really should be 


this chapter downright lively. 


Well, I might tell a few tales of little 
things, Mrs. Manager; seemingly little 
things, that is. They seemed insignificant, 


but they never helped the 

band to a bigger job. 
There was the 

stance, 


manager-hus- 


manager’s wife, for in- 
“thick” with the 
wife of one or another of the other men 
the exchange—and 
sooner or later, always had a 


who was always 
employes at who, 
“falling out” 
and a big row with the other wife. All 
the men at the exchange reported to this 
manager, and with each successive row 
between the women folks, the air around 
the office got thicker and thicker. Finally 
the manager fired a mighty efficient cable- 
man because of a_ scrap the 
women. 

When the dust of the official investiga- 
tion had blown away, the cableman was 
back on the payroll, and the manager was 
in charge of another exchange—with the 
record, on the company’s books, of having 
“a wife who made trouble with employes.” 

There was the manager’s wife who 
liked to fuss around the office and sort of 
boss things. She considered it her duty 
to keep the place looking respectable; she 
peered behind the desks for dirt, and in- 
sisted that the window-shades should be 
kept just so. The employes resented it, 
naturally; they expected to be bossed by 
the manager—but they wouldn’t be bossed 
by his wife. 

Finally old Charley Magbee, the book- 
keeper, up and resigned; said if it was 
more important to the company that the 
window shades be just half-way down, 
than that he have the right light on his 
books, he’d get him a job outdoors where 
they couldn’t shut off the sun. Charley 
was a good man—he had been with the 
company nine years—and his resignation 
was wondered about at headquarters. 


between 








\fter a while somebody talked, and they 
gave the manager, a little later, a one-man 
exchange. Now his wife can glue the 
shades to the glass, if she pleases, and 
her husband keeps his own books. 

Then there was the manager's «wife 
who went into local politics, and became 
and loudest 


don't 


one of the strongest pro 


ponents, or opponents—I remember 


which—of some stirring issue; I don't 


remember even what it was. It may have 
been a hog law, or prohibition, or suffrag- 
ism, or anything of the kind. 
this lady forgot the important 
whenever a_ political 


Anyway, 
fact that 
issue of any kind 
splits a town in two, there'll be telephone 
both and the tele- 
phone company’s proper place is right in 
the middle of the two. 

\lso, she forgot that, in a small town, 
the manager wife are the 
phone company—in the eyes of the people, 


subscribers on sides 


and his tele- 
So, when the manager's wife 
began to make it hot for the other side, 
the other side made it hot for the man 
and he, wisely believing discretion 


anyway. 


ager 
the better part of valor, asked the com- 
pany for a transfer and got it. 

The 
wife to that 
her, of course 


company sent another manager's 
and a manager with 
but this time it picked the 
lady in the case. It picked one who be- 


that place is in the 


town 


lieved “woman's 
home.” 

I know of the wife of a manager who 
has for years steadfastly refused to move 
little 
telephone 


which her hus 
and 
she was born and they were married. 

Her husband is too big for the little job 
he holds; he was formerly offered promo- 
tion from time to time, but his wife’s in- 
were so bound up in this town 
that she couldn't bear to leave it—and 
now he isn’t offered promotion any more. 
He is a fixture in a small-town, small- 
salaried job, and yet his wife often be- 
wails the fact that her husband seems to 
have lost his early ambition and enthusi- 
asm for his work—that he hasn't his old 
“pep” any more! 

I might mention the case of the man- 
bitter 


from the town in 


band is manager, where 


terests 


ager’s wife whose envy of 
the success and promotions of her 
husband’s telephone associates led 
her into such spiteful indiscretions 
of tongue whenever the official 
family gathered together, that she— 
and her husband with 
came to be avoided in a social way 
by telephone people. Left out in 
the cold, this manager became sul- 
len and morose; his high spirits 
left him; the constant buzzing at 
home made him spiteful, too. 

He wonders yet, I have no doubt, 
why he is still a local manager, while 
many of the other men associated with 
him in earlier years have gone on and up 
—but the management of the company 


could tell, if it would. 


her—soon 
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They couldn't take a chance, in a big 


job, of having a manager with a_ wife 
who made trouble with the local folks. 

I've known of more than one manager's 
wife who was obsessed by the feeling that 
her husband was not properly appreciated 
by the company. These women were con 
stantly nagging their husbands to tell the 
boss what was what; that they had to have 
more money, or a bigger job, or they'd 
maybe get right out—-and leave the com- 
pany flat! 

In such a case as this, hubby, too 
unless he is mighty level-headed—is apt to 
begin believing that the company is giving 
him a rough deal; that somebody up the 
line “has it in for him”; that the com- 
pany is doing him out of the money they 
ought to be paying him. He destroys his 
own faith in the company employing him! 

Now, the idea of 
and naturally, this 
a fellow who is constantly whining that 


You 


If he whines in 


the boss is usually, 
“Deliver me from 
he isn’t being treated right! can't 
satisfy a man like that. 
the little job, he'd whine just as much in 
the big one. Make him president of the 
company, and he’d probably kick because 
he wasn’t chairman of the board 

These may all seem comparatively 
Naturally, 
none of them have ever happened with 
But they happened in the 
families of 


trivial things, Mrs. Manager. 


you, have 
some managers, and they've 
been important enough, from a_ business 
standpoint, to influence seriously the fu- 
ture of those managers in the telephone 
husiness. These are just a few samples 
of the kind of things a manager's wife 
can do hubby on the 
plank—sliding down! 


Of course, there are 


to keep greased 


other things: 
For instance, 
those kind of things that may never ‘be 
apparent either to the employes or to the 
public, but that make it all the harder for 
hubby to rise in the business. 

Fine 


worse things, perhaps. 


Extravagance ! clothing! Too 


much society! I imagine you expect me 


to mention them, Mrs. Manager—they're 


never gonna git 


them Fugs beaten: 
land sakes — 


New 
idea 


it’s Hard to Have a Big Lummox Lolling Around but the 


Brute May Be Solving Business Problems. 


popularly supposed to be back of the 
downfall of most men who go to pieces 
because of their wives. 

But they've got nothing to do with this 
article—because, neither wifely extrava- 
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gance, too much society, nor any of tho 


kindred evils are any more chargeab! 
against the wives of telephone manage: 
than against the wives of any other mer 
As a matter of fact, I doubt if 


as much of that sort of thing among tel 


there 


phone folks as there is elsewhere 


I asked one manager's wife about it 


She smiled and said 


“Ixtravagant? Me L can't be—we'y 


never got money to be extravagant on. 


“Besides,” she laughed, “Joe has met 


personally the lady on every dollar out 


of the pay check by the time he gets 


home with the money. If one of them 


should stray away from this home and 


fireside without our knowing it, he or | 
would miss her before night. 

“So, when I want a new hat—I just 
turn last year’s hat upside down and trim 
it with a bunch of from the ten 
And 
all paid for by next year!” 
! 


grapes 


cent store. we'll have the hous« 


Ixtravagance! High society! Cabarets 


and such! They've very little to do with 
telephone people, as you well know, too, 
Mrs. Manager—and we can be proud that 
we can agree on that! There’s too much 
real, worth-while work for people in the 
telephone industry for them to waste 
much, if any, of their time that way. 

U'll tell you what I think is one of the 
cruelest things a manager's wife can do 
to her husband, Mrs. Manager. It is this 
indifference to 
his ambitions, his and aims. - To 


whether he succeeds—or 


To display an absolute 
ideals 
be careless of 
fails—in his 

Or to 


work. 
and his busi 
-to be ashamed 


dislike his work 


ness, or—what is worse 
of it! 

I'll tell you what I mean by repeating 
a little story of which I had a bit of per 
knowledge ago. The 
manager of a telephone exchange in a 
small town suddenly sent into headquar- 
ters his resignation. He was a good tele 
phone man, enthusiastic about his work 
and his opportunities in it. He had been 
doing well with the company, was well 
liked and respected by his superiors, and 
had recently been promoted from lineman 

to manager. 
Along in the fall he married on: 


sonal some years 


of the nicest girls in the town; the 
daughter, | 
banker. A couple of months late: 


believe, of the local 
he suddenly resigned. 

The 
put out by this young man’s resig 
nation; he hated to lose him, so h 
went down to see what was tl! 
matter. The manager at first r 
fused to give any particular reaso: 
for leaving, saying simply that h 
expected to look around and xg: 
into some other business. Finally, afte: 
much questioning, he admitted that he 
was resigning because his wife did n 
like him to be in the telephone business 

She felt, said the manager, that 


superintendent was muc! 
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with that of the 
young men in offices around the town, o1 
in the bank. 


work was not on pat 
He had to go out—the ex- 
change being a small one—and climb dirty 
ld telephone poles, and tramp around in 
overalls, with climbers on. lHlis wife, said 
the young manager, could pretty nearly 
have had her pick of the “white collar” 
boys of the town, and, as much as he 
liked the telephone work, he felt 

that it was his duty to her to get 


into something that pleased het 


more, / 


The superintendent shook his 
head and went on back home, and, 
a couple of weeks later, the 


auditor telephoned down to the 
manager that he would be there 
the next morning to check him 
out, and check in his successor. 

When the auditor got off the train in 
this town the next morning, the manager's 
wife was there to meet him. She pulled 
him into the station waiting room and, 
with a catch in her voice, she asked: 

“Is it too late for Fred to keep his 
place with the company ?” 

“Why, no, I think not, Mrs. Jones,” 
answered the auditor. “We'd be glad to 
keep him; we can use the new man some- 
where else, 1 suppose. But why—’ 
“Tl tell you,” 
“Fred was quitting 
wanted him to; he likes his work, but 
I—I didn’t like it. 

“But last night, we were sitting at home 
together, and I was thinking how nice it 


whispered the young 


woman. because I 


I was ashamed of it. 


would be to have Fred in some real, gen- 
tlemanly work, when—the telephone rang. 
It was Mrs 
She said she had 


Carstairs, over across town. 
been trying to call 
her sister’s house, out in the country, but 
their telephone was out of order. And 
her sister's baby, she said, was very sick 

she had wanted to ask about it—and 
now they couldn't call the doctor if it got 
worse, and it was very bad— 

“Well, it was sleeting, and very cold, 
and dark—but Fred got up and put on 
his overalls, and his climbing things, and 
lit his lantern, and he left our nice, warm 
house and went out into that raging 
storm— 

‘This morning Doctor Hall told me that 

ahout midnight they called him on the 
telephone to come as quickly as he could 
to see the baby; if he hadn't gone, he said, 
it would be dead now. But he thinks 
maybe it will get well—and Fred went 
ur miles out in the country to fix that 
re, and climbed up a pole in all that 
et and wind— 
“Il want him to stay in the telephone 
siness, sir,” said the young wife. “I’m 
proud to have my husband doing the kind 
of work where men can, and will, do 
tings like that!” 

\nd that’s that, Mrs. Manager. 





in a small town—and the majority of 
tclephone managers live in small towns, 
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since they are more numerous than the 
cities—the wife of the telephone manager 
has some of the same problems as the wife 
of the preacher. The preacher's wife is 


watched and bossed by the entire congre 
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organization; he must be willing to give 
freely of his own personal time for the 
benefit of the town. That will mean night 
work on occasion, and the use of other 
time that would ordinarily be spent at 
home. 

But how can he put his heart and en- 
thusiasm back of such things as these if 
wifie is constantly raising miscellaneous 
Cain about his absence from home 
and from household duties? 

Maybe you never thought of it 
that way, Mrs. Manager, but there 
are a lot of married men who are 
holding down two jobs—one at the 
office and one at home. 








Her Thoughts About His Work Are Important—She 
Lead Him to Develop the Ability He Has. 


gation; the manager's wile likewise has 
to bear a share of the burdens of her hus- 
band’s public calling. 

She cannot go to a party, in the town 
where everybody, ot 
friends, 


everybody knows 


with without 


first-hand information about the 


even congregate 


getting 





vagaries of the telephone service—how 
Mrs. Smith had to stand at the telephone 
“all of ten minutes, my dear. Now isn’t 
that terrible service?’—how Nannie, the 
operator, up and sassed Mrs. 
Mrs. White’s telephone 
bells just buzz a little when she’s called 
“why, I can’t even heareit back in the 
kitchen, my dear; now, isn’t that awful? 
Why, yesterday Mollie tried and tried to 
get me, and I was baking a cake, and 
they rung and rung and—” 

But you know how it goes, Mrs. Man- 


evening 
Brown; how 


ager. 

Now, it is in cases of this kind, and 
other where the familiarities of 
relationships give 


cases 
small-town personal 
the manager’s wife at least a semi-connec- 
tion with her husband's business affairs, 
that she can, by her tact, make friends 
for him and the company. Likewise she 
can, by her lack of tact or lack of interest 
in his affairs, make enemies for him and 
for the company. 

She can’t escape these things, if she 
lives in the average small town. But she 
can make them the opportunity for build- 
ing up, for her husband, a valuable stand- 
ing in that community and with his com- 
pany. And it is to her credit that she 
usually does just that. 

Again, is there any reason why the tele- 
phone manager should not be classed as 
—and actually be—one of the outstanding 
and prominent business men of the town? 
None—that I can see. None, that is, if 
the manager himself is disposed to make 
himself that—and his wife is disposed to 
help him do it. 


Of course, to do that he must take a 
reasonably active interest in local civic 
affairs: the kind of affairs, I mean, that 
are for the real upbuilding of the town. 
He must be a member of the commercial 


If it’s a man’s regular duty to 
manicure the yard, milk the cow, 
Can ; ‘ 

hold hands with the furnace, feed 

the chickens, hoe the garden, put 
the baby to bed and do all the miscel- 
laneous carpentering, painting and paper- 
ing around the house—maybe taking a 
whack at the supper dishes now and then 
as a sort of side line—then I claim he has 
just as much of a job at home as he has 
at the office. 

And with a household routine so inexor- 
able and fixed, how can he get a chance 
to put a little extra steam on the business 
job, if he wanted to do it? 

I’ve noticed that a lot of those fellows 
who are such “handy men” around the 
house are sometimes not nearly as handy 
around the office as they are at home. 

Of course, I know it looks pretty hard 
to have a big lummox of a man lolling 
around the house in an easy chair while 
you're all heated up yourself from swing- 
ing a wicked broom, or giving a couple 
of thousand dishes their thrice-daily bath. 
But the brute may be thinking over some 
of his business problems—who knows? 
An idle hand doesn’t necessarily mean an 
idle brain. 

I don’t exactly mean to imply that 
hubby should be treated simply as an 
honored guest around the house, Mrs. 
Manager; neither do I think that many 
men go so far as to wear down their 
constitution through undue _ exertion 
around the place. None of this applies 
to you anyway, Mrs. Manager, of course 
—although you may know of such cases 
among your friends. 

But the point is that a man’s business 
is his regular occupation, and the thing 
upon which the prosperity of the family 
depends, and it should have first call on 
his time. 

Any man who is a man, naturally, is 
going to supply, as well as his time will 
allow, any labor needed around the house 
to keep his wife from drudgery, but if 
he insists on running the whole works, 
Mrs. Manager, then the best thing I can 
suggest is that you get a good hickory 
club, about three feet long, well-tapered 
down to a good hand-hold, and—but you 
know what I mean! 

And that’s that! 
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I have sat in a number of managerial 
discussions, Mrs. Manager, where the se- 
lection of a man as manager for some 
exchange was in question. It is violating 
no secret to say that, sooner or later in 
the meeting, some of the department heads 
involved would ask the question: “How 
about his home life ?” 

The Good Ship “Home Sweet Home.” 

It is also no violation of confidence to 
say that more than one promising appli- 
cant has been rejected solely because it 
was feared his home affairs, or the activi- 
ties of some member or members of his 
family, would inevitably interfere with 
his proper and efficient carrying on of his 
work. 

There is nothing wrong about that, nor 
any sentiment about it. It is simply busi- 
ness. 

A man who is placed in charge of 
a telephone exchange has in his care not 
only thousands of dollars’ worth of valu- 
able property—hundreds of thousands of 
dollars’ worth, perhaps—but he also has 
in his keeping the good name and stand- 
ing of the company in that town. 

The men at headquarters must weigh 
all the facts and the eventuglities before 
they decide. They are in positions of 
trust themselves—they simply can’t afford 
to take a chance. 

I am glad to say, Mrs. Manager, that 
it is not often that the activities or pro- 
clivities of a manager’s wife weigh 
against his promotion. Far from it. To 
do that, there would need to be some- 
thing very wrong, indeed. But— 

The influence of the manager’s wife 
weighs for or against him just the same, 
in his day-by-day and month-by-month 
work, and in his final record. She may 
not realize it, nor may he—and the com- 
pany may never know of it—but her ideas 
and her thoughts about things bearing 
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on his work will have a lot to do with 
the way he carries it on. 

The wife cannot furnish ability to her 
husband, Mrs. Manager. But she can 
do what is oftentimes as important—she 
can lead him to develop, and help him to 
develop, the ability he has. 

I know a certain telephone man who is 
an expert on circuits. He told me once 
that when he was married he had neither 
knowledge nor experience in that line of 
work. But his wife found out, in some 
way, that a knowledge of circuits would 
help him to promotion, and she “egged 
him on” to study them. 

“Gosh, but I got tired of it the first 
few weeks,” he said. “But my wife never 
let up on me—she kept after me until I 
got the books I needed, and then she'd 
sit down at night across the table from 
me and offer to help me in the work— 
and I didn’t have the heart to disappoint 
her. So I ground away—and in a month 
or two I began to get really interested. 

“Well, in a little while I was into cir- 
cuits up to my neck. I studied for six 
months before I began to talk about it at 
the office—then one day the boss grabbed 
me up and put me on some circuit studies 
for the company, Well, now I’m recog- 
nized as a ‘bug’ on circuits—and I’ve had 
three promotions since I took them up.” 

No telephone man is ever too old, or 
too ugly, to learn, Mrs. Manager. Of 
course, he may not need the incentive of 
his wife’s initiative, like this circuit ex- 
pert did, but he does need her syrnpathetic 
understanding of the thing he is trying 
to do—and her help in smoothing out the 
path, in the many ways she can do that, 
to make his efforts easier. 

The manager’s wife can help him, not 
by taking a hand in his business affairs— 
which are his own and his company’s 
affairs—but by helping him to better fit 
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himself for those affairs, or for bigge: 
ones. A wife’s lack of sympathy with o: 
understanding of the things he is tryin; 
to do can easily put a damper on th 
enthusiasm of most men. 

Hubby’s plans may be and often ar 
visionary; they may even sound “silly’ 
to the wife, away from the environmen: 
and surroundings of the office; they may 
be mere dreams of things he hopes t 
make come true—but it is out of dreams 
and visions that many of the biggest 
things come. 

Few men are so free of business details 
and cares that they can think and plan 
at the office; their planning, thinking, 
studying, must be done, if at all, in the 
more quiet atmosphere of the home. Give 
him the chance to develop his dreams and 
his ideas in peace before his own hearth- 
stone, Mrs. Manager; or, better still, do 
more than that—encourage him to do 
those things— 

For it is out of the gradual growth and 
development of visions for the future that 
success and prosperity come to the aver- 
age man in his work. And it is such suc- 
cess and prosperity brought by unremit- 
ting endeavor for the future, as well as 
faithful performance in the present, that 
carries the good ship, “Home Sweet 
Home,” along in peace and happiness to 
the port of dreams; carries it, Mrs. Man- 
ager, with the husband as captain, per- 
haps, but with the wife keeping steady 
hands on the wheel that steers the boat. 

Now, you may think, Mrs. Manager, 
that this letter has been mostly knocks. 
But every knock is a boost, and you can’t 
make an omelet without breaking an egg— 

With which I’ll close the argument for 
the defense, plead guilty on all counts, 
throw myself on the mercy of the court— 
and ask for suspended sentence. 

And—thank you, Mrs. Manager! 


“Place a Phone in Every Home’ 


Story of a Sales Campaign Conducted by Interstate Utilities Co. with That 
Slogan—Business-Getting Plan of Management Proved That Business Is 
There for Those Who Go After It—Brisk Contest Sends Company Over Top 


A few months ago the Interstate Utili- 
ties Co., of Spokane, Wash., began to lose 
telephones. As this was the first time 
such a condition had existed with that 
company, the officers were a bit non- 
plused. But they reacted quickly and 
met the situation squarely. Something 
kad to be done; therefore, Superintend- 
ent Hannibal devised a plan 'for a sales 
campaign, the purpose of which was to 
“put more new accounts on the books.” 

Figuring that a sales campaign to sell 
telephone service is no different funda- 
mentally than a campaign to sell auto- 
mobiles, for instance, it was decided to 
allot each exchange a certain proportion 


By Stanley R. Edwards 


of the 100 telephone sets which the com- 
pany had for installation. 

Quotas were accordingly assigned based 
upon the known conditions of each ex- 
change, so that all exchanges were on a 
parity. 

It was a clever scheme that Superin- 
tendent Hannibal “hit upon,” and it was 
so successful that many other companies 
can profitably emulate it. The physical 
results were greater by 37 per cent than 
the company had sought, and the per- 
centage of the moral results cannot be 
estimated. For one important thing, it 
proved that the business is there for those 
who go after it. 


The working principle of Mr. Hanni 
bal’s plan was to keep his “salesmen” 
who were all the employes of the com- 
pany—stimulated. This he did by fur 
nishing daily reports of what was being 
done by each exchange and by sending 
snappy, enthusiastic letters at short inter 
vals. Early each morning every excharze 
was required to report the number 
orders taken the preceding day. At 11 
the exchanges were notified of the stand 
ing of every other exchange. This k 
the employes on the watch for the p 
tions of the other exchanges. 

After sending an announcement to « 
exchange, so that all might be in read 
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ness for the start of the campaign, the 
various little “tricks to swing the deal” 
were perfected. Slips were printed bear- 
ing the slogan of the campaign, ‘Place 
a Phone in Every Home.” As a per- 
sonal incentive a commission of half of 
the first month’s rental 
each employe who obtained a contract. 

An outstanding feature large 
chart used as a_ scoreboard. 
change received one of these charts so 
that every employe could follow the prog- 
ress of the campaign and see the standing 
of other exchanges. 

The chart was headed with the 
paign motto. On the right side were listed 
the names of the exchanges with the 
quota assigned to each. Thus, Rathdrum 
had a quota of three, Spirit Lake three, 
etc. On the left side was a house for 
each telephone of the quota. It 
noticed in the reproduction of the chart 
that St. Maries and the other places hav- 
ing quotas of 15 
“territory.” 

Little stickers carrying the imprint of 
a desk telephone were gotten up. When 
an order for a telephone was secured, a 
sticker was placed over the first house in 
line. The chart shows the Status of the 
exchanges at the close of the campaign, 
at which time Rathdrum had two stickers 
pasted over the first two houses and the 
third house was a blank. In some of the 
exchanges where the quotas were exceed- 
ed, the -telephones were placed without 
any houses. The five instruments beyond 
the three houses of the Spirit Lake quota 
represent five orders more than its quota. 

The campaign started February 21 and 
ended March 20, it being the aim of the 
company to add 100 new telephones to 
the company’s list in that period. 

The letters to the exchange managers 
used the phrase “Place a Phone in Every 
Home” copiously, some using it for a 
salutation, others having it in the middle, 
others using it for a close, and still others 
having it in all three positions. The let- 
ters were personally addressed to each 
manager and chief operator and were 
signed by E. R. Hannibal, superintendent. 

The first letter, which was dated Feb- 
ruary 27 and which gave the details of 
the campaign, read: 


was offered to 
was a 
Each ex- 


cam- 


will be 


occupy two lines of 


The campaign to PLACE A PHONE 
IN EVERY HOME is on. 

Beginning February 21 and ending 
March 20, a drive for new telephones is 
to be pushed with all the energy in every 
employe. We desire to add at least 100 
new telephones. 

A commission of 50 per cent of the first 
month’s rental will be paid each employe 
who secures a new signed contract, to- 
gether with S. C. C. charge and first 
month’s rental in advance. 

You will receive in today’s mail a chart 
showing the quota of new stations as- 
signed to each exchange. You will also 
receive enclosed herewith 100 gummed 
telephone pasters. Every morning each 
exchange will notify its district headquar- 
ters of the number. of signed. paid-up 
contracts secured the previous day. Each 
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district headquarters will, in turn, notify 
immediately the general office and at 
11:30 a. m. the same day each exchange 
will be notified of the progress of every 
other exchange. 

This will be shown on your chart by 
pasting one of the miniature telephone 
stickers over a house for each new sta- 
tion secured. 

For example, if today Post Falls and 
Harrison each secure one new subscriber, 
they will notify Coeur d’Alene tomorrow 
morning and will be permitted to paste 
one sticker over one of the houses as- 
signed as their quota. In turn, they will 
be notified of the progress of every other 
exchange so that stickers can be pasted 
over the various houses as telephones are 
secured in the different exchanges. ; 

On March 1, make your first report of 
telephones secured from February 21 to 
February 28, inclusive. 

The chart is to be placed in a conspic- 
uous place so that all employes can fol- 
low the progress of the campaign. A 
record will be kept of the activities of 
each employe securing new contracts and 
a list will be published at the end of the 
campaign showing the relative standing 
of each exchange and of each individual 
in the exchange. 

It is now when business is poor that we 
need help the most. 

A chart will be maintained in the gen- 
eral office and we will follow with great 
interest the progress throughout the ter- 
ritory. 

We desire to show Mr. Davies upon, his 
return that we are able to paddle the 
company canoe without requiring at all 
times his energy to push us along. 

For the benefit of those who understood 
the contest to begin February 16, a com- 
mission will also be paid for the secur- 
ing of new subscribers between the 16th 
and 20th. However, these stations are 
not to be shown in your quota on the 
chart as we desire the contest to include 
only from February 21 to March 20 in- 
clusive. , 

Let us all get behind the drop wagon 
and push to PLACE A PHONE IN 
EVERY HOME. 

Yours very truly, 
(Signed) E. R. HAnnipat, 
Superintendent. 

P. S.—Now please go back and read 
this over again. 

One of the “Place a Phone in Every 
Home” slips was pasted on the first page 
on this letter, and at the bottom of the 
second page was stamped a house like the 
ones on the chart, with a small telephone 
sticker pasted over it. 

On March 2 another letter was sent, 
giving the standing on the exchanges as 
of March 1. Up to that date 38 new sub- 
scribers had heen secured, and Ione was 
the first over the top with its quota of 
three. In this letter Superintendent Han- 
nibal told his ,“salesmen” that there was 
no law against exceeding quotas, as 
“nothing would please us more than the 
necessity to purchase 200 new instru- 
ments.” 

Noting that Post Falls and Mullan had 
not turned in any contracts, he encour- 
aged them with this bit of optimism: 
“We have no fears or doubts that they 
will not come through with results, for 
an exchange such as Post Falls that 
shows 100 per cent collections. practically 
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every month will not fail to show results 
expected in this campaign.” 

The next letter, was sent out 
March 4, stated that St. Maries was right 
at “the front” with her quota of seven 
and going strong. Wallace was reported 
as “moving right along with nine.” 

The new stations reported up to March 
5 numbered 51. As an indication that 
he was “keeping tab” on the two who 
were behind in the preceding report, Mr. 
Hannibal said, “Now that Mullan has a 
new board, we expect to be kept busy 
with our stickers at that place. We are 
not holding any post-mortem on Post 
Falls, either, as things have just been 
postponed for a while.” 

After giving the standing of the 14 
exchanges, the letter concluded with. 
“This is over half. Keep the drop wagon 
busy and PLACE A PHONE IN 
EVERY HOME!” 

Eighty new subscribers were listed up 
to March 7. The letter of March 10 con- 
veyed this information, together with the 
facts that “going over the top” meant 
nothing to the Sandpoint district, which 
had exceeded her quota by five; Spirit 
Lake had exceeded hers by one, Ione by 
three and Newport by one. 

“We don’t like to admit it,” wrote Su- 
perintendent Hannibal, “but to date we 
have only used six stickers in the Coeur 
d’Alene district. Sunshine and ten more 
days to go make us very hopeful, how- 
ever.” That little prodding was timely, 
for—to jump a bit ahead of our story 
Coeur d’Alene closed with 
her quota. 


which 


16, one over 


A simile was consistently carried out 


in the March 15 letter. The “battle” was 
reported as going strong in practically 
all “sectors.” On the north in the Sand 
point “sector” they had been “very ac 
tive” and had run out of houses and 
almost out of stickers. Sandpoint alone 
had 24 to its credit, nine more than its 
quota, and “General” Brink reported that 
he had not vet reached his “objective.” 
St. Maries “in the southern sector” had 
“gone over” by three and Wallace by two 
To incite those who had not yet “gone 
over” to catch up with those in the lead. 
Superintendent Hannibal closed this let 
ter with, “The general staff does not like 
the idea of a few of our divisions get 
ting in the plight of the ‘Lost Battalion’ 
by getting too far head of the general 
line.” Then he gave the standing of th 
various “fronts” on the evening o 
March 14. 

A new tone, that of baseball, was de- 
veloped in the letter of March 18, 
which time the company had 118 new 
subscribers—18 more than its origina! 
aim. Nine exchanges had exceeded the'r 
quota. St. Maries headed the list with 2 
“batting average” of 212 per cent. Ione 
and Spirit Lake were close seconds wit’ 
percentages of 200. Sandpoint and W:='- 
lace were fighting for first place in the 
number of stations gained. 
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Coeur d’Alene had secured her full 
quota of 15, regarding which Mr. Hanni- 
hal said, “Nothing pleased the general 
clice more than to paste a sticker on 
every Coeur d’Alene house.” The “stand- 
ing of the teams” was then given, and a 
final precaution not to let the drop wagon 
get stuck in the mud, as he wanted to 
fill the spaces between the houses with 
stickers. 

When the campaign closed on March 
20 the company had 137 more instruments 
contracted for than it had just a month 
before. That was a third greater than 
the number it had asked its employes to 
obtain. 

A “pull-together” spirit among the em- 
ployes of each exchange, a very much 
alive home office, a note of appreciation 
directed now and then by the home office 
tc the “toilers” and a friendly push to 
the slower ones, did the deed; not forget- 
ting, of course, that steady determination 
of Superintendent Hannibal to get those 
100 instruments, to get them while the 
enthusiasm was running high and not let 
the campaign drag along. Every detail 
of the matter was carefully planned and 
was then carried out with a snap. 

The letter announcing the leaders was 
sent the day after the campaign closed, 
and is given here in full: 


The “Place a Phone in Every Home” 
campaign closed last night and the results 
obtained were very gratifying. St. Maries 
stands pre-eminently at the top, having 
secured 23 new stations, giving a batting 
average of 330 per cent, which would 
make Babe Ruth green with envy. In addi- 
tion to this, only by what lawyers would 
call a technicality, did Sandpoint, by the 
installation of a PBX, exceed by one the 
number of new stations secured by St. 
Maries. 

Spirit Lake was the nearest competitor 
with a percentage of 265, and Newport 
followed closely with 220. We are ex- 
ceptionally well pleased with Newport’s 
effort, because we know that there is a 
campaign on at that place all the time. 
Ione is the fourth exchange above the 
200 per cent class. Six other exchanges 
are above the 100 per cent class, and only 
four fell below their quota. We only 
drew one blank. 

Below are the final figures showing the 
relative standing of the various ex- 
changes: 

No. se- Per- 


Place—Exchange Quota cured centage 
7 9 


1. St. Maries .... r 23 330 
2. Spirit Lake ... 3 8 265 
4. Newport ...... 5 11 220 
eee 6 200 
5. Sandpoint ..... 15 24 160 
6. Bonners Ferry. 5 7 140 
‘1. Wallace ....... 15 21 140 
S. FASO... ss. 3 4 133 
%. Coeur d’Alene . 15 16 107 
16. Priest River ... 3 3 100 
ll. Rathdrum ..... 3 2 66 
12. Kellogg ....... 15 10 66 
13. Mullan ....... 5 2 40 
14. Post Falls ..... 3 0 0 


"100 »«187.—~Ss«<1:87 


_ This campaign has served to bring out 
forcibly one point; that is—the business 
is there for those who go after it. A let- 
ter will follow shortly giving the relative 
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WILLS, WON’TS AND CAN’TS 
By Miss Anne Barnes, 


Traveling Chief Operator, lowa Independent Telephone Association, 
Des Moines, Iowa 


There are three kinds of people in the world—the wills, the won’ts and 
the can’ts. The first accomplish everything; the second oppose everything , 
the third fail in everything. You are one of them—which one? 


But after all, | imagine it is a good thing that the world is not peopled 
with all wills, for if it were we would all be ready to quit this old ball to 


find new worlds to conquer. 


The wills I refer to are the determined people, ruled by reason, who, 
when an apparently insurmountable obstacle looms up, do not rush blindly 
into it, thereby meeting disaster. Rather, they stand off and inspect it and, 


if they cannot go around nor over it, dig under 


what they set out to accomplish. 





and they co-operate to gain 


The war proved what men can do by thinking, planning and willing 
y g g 


in spite of opposition. 


There is one sure thing—if the won’ts suddenly found themselves in- 
habiting this old world alone, they would soon become extinct. They are 
those who stubbornly resist new methods and refuse to do anything dif- 
ferently from the way they have always been doing it. 

As for obstacles, they don’t have to pass them and they won't, that’s 
all! Without progress comes retrogression and then—oblivion. The won’ts 
are the most disagreeable people in the world for they are the determined 
people who are ruled not by reason but by instincts. 

Wherever we find Miss I Won’t at the switchboard, in the telephone 
office, we find she has the same effect on the service as a rotten spot in an 
apple. Remove the rot if you want to save the apple or the service condi- 


tions from decay. 


Miss I Can’t has a lofty aim in life but has no ammunition. The reason 
I say she has a lofty aim in life is that she is constantly putting self in the 
foreground—and then making excuses to the rest of us for not ascending to 


the heights of her aspirations. Her ammunition is wishes 





her desires, the 


love of praise and attention from others. 
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standing of employes in the securing of 
new telephones. 

I wish to express my appreciation of 
your efforts in this campaign, and to state 
that Mr. Davies is very much pleased at 
the. results obtained which tend to show 
that we have in our company those who 
not ofly can stand on their own feet, but 
can.keep those feet moving. 


The campaign shows that “the spirit of 
competition” is as strong as ever among 
telephone people. It was the understand- 
ing of human nature backed up by the 
fighting spirit that put this campaign 
over. For those who know human na- 
ture and have that quality in their make- 
up known as combatativeness—the ability to 
keep on regardless of difficulties and dis- 
couragements—there is always business to 
be had when they go after it. 

Sectional Meeting of Florida Asso- 
ciation at Miami Next Week. 
A sectional meeting of the Florida State 

Telephone Association will be held at 

Miami June 21. This meeting will bring 

together principally the telephone men of 

the southern part of Florida and those 
from other parts of the state who find it 
possible to attend. 

A program is being arranged that will 
prove helpful and interesting to all tele- 
phone people. W. G. Brorien, president 





of the association, extends through TeL- 
EPHONY a welcome to this meeting to any 
out-of-state visitors who may be inter- 
ested; either those actively interested in 
telephone operation or in the manufacture 
of telephone supplies. 

President Brorien predicts an esthusi- 
astic meeting with a good attendance. 


Use of the Telephone by the 
Presidents. 

President Harding is said to use the 
telephone more than any previous chief 
executive, employing it to transact much 
of the routine work of the day. Cabinet 
members and congressmen invariably call 
the President or his secretary before visit- 
ing the White House. 

It is said that when Mr. Wilson was 
president, the White House operators 
had instructions never to ring him and 
that during the entire eight years of his 
incumbency, President Wilson seldom 
talked on his White House telephone. 
He was, however, a great user of a pri- 
vate system. 

President McKinley was a great user 
of the telephone, as likewise was President 
Taft. President Roosevelt is said to have 
used the telephone mainly for emergen- 
cies, while Presidents Cleveland and Har- 
rison used the telephone but little. 


TELEPHONY Vol. 82. No. 24. 








Just how much Strowger Automatic 
will improve the earning power of your 
exchanges we cannot tell without in- 
formation from you. But it will cost 
you nothing to have our engineers make 
a study of your requirements, nor will 
it obligate you in any way. 
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THE SELECTOR— 


The Secret of Strowger Flexibility 


A little more than twenty years ago the perfection of the Strowger 
selector wiped away all limitations as to the size of exchanges that could 
profit by the use of Strowger Automatic equipment. 


The selector made possible the application of the principle of trunking 
between groups, the validity of which has been established beyond ques- 
tion by the success of Strowger equipment in exchanges of every size. 


The Strowger selector has a two-fold function. First, under the control 
of electrical impulses from the subscriber’s calling device, it selects the 
particular major or minor group of lines containing the one desired. It 
then picks out with automatic precision and rapidity, an idle trunk line 
leading to that group. 


The first function is taken care of by a step-by-step vertical action of the 
shaft and contact springs; the second by a similar rotary action. Both 
actions completed, the contact springs are resting on the terminals of 
the trunk selected. 


The importance of the selector lies in the fact that it permits placing the 
advantages of automatic operation within the reach of every company, 
regardless of size or traffic. 


Automatic Electric Company 
FACTORY AND GENERAL OFFICES: CHICAGO, ILLINOIS 


BRANCH OFFICES: 





New York City Cleveland Philadelphia 
21 East 40th St. 415 Cuyahoga Bldg. The Bourse Bldg. 
Columbus Boston Rochester 
518 Ferris Bldg. 445 Tremont Bldg. Mercantile Bldg. 
Detroit Washington Cincinnati 
525 Ford Bldg. 905 Munson Bldg. Union Central Bldg. 
Los Angeles Pittsburgh Kansas City 
38 San Fernando Bidg. 608 Fulton Bldg. 1001 New York Life Bldg. 


The dial means freedomfrom 
ASSOCIATED COMPANIES: worry, larger earnings and 


INTERNATIONAL TELEPHONE SALES AND ENGINEERING CORPORATION, New York 


satisfied subscribers. It is 
International Automatic Telephone Company, Ltd., London , 
Compagnie Francaise pour Il’Exploitation des Procédés Thomson-Houston, Paris the emblem of progressive 
Automatic a Mfg. Co., Ltd., Liverpool 


Automatic Telephones, Australasia, Ltd., Sydney telephony. 
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Sundry Snapshots Along the Trail 


Observations and Comments, Pertinent and Otherwise, 






On the Sunshine and Shadows of Telephone Work 


At times when I am all alone, 

Forth from my mind great thoughts are 
thrown. 

I’m filled with eloquence and wit, 

And ’cross my mind’s bright curtain flit 

Such gems of philosophy, verse and prose 

As would be fame-winning I suppose, 

If I could but direct their trend, 

To paper from my pencil’s end. 


3ut alas for me, such is my fate, 

When filled so I can scarcely wait 

To get my thoughts in black and white, 
I grab my pencil and to write, 

I sit me down to virgin page 

To add new wisdom to the age, 

When lo, behold my mental flivver 
Dies down and quits without a quiver. | 


Many a bright thought is lost to the 
- world for the want of an audience at the 
moment of its birth, and many a brilliant 
conception of some invention dies because 
the nest of its incubation is so crowded 
with constantly hatching ideas that the 
fledglings are pushed out to die before 
they are mature. 

Every perfected invention which has 
come on the market has meant not only 
the birth of an idea but the worry and 
trouble of bringing it up to a point where 
it can be made available and trained for 
usefulness. 

We are all apt to think of many bright 
things in our moments of leisure or idle- 
ness, but when we begin to set the en- 
gines of our minds to work to bring these 
thoughts forth in a presentable condition 
and fit for the notice of the world, we fall 
down—mostly from laziness. We hate 
to do things we don’t have to. That is 
the reason why the one of many minds 
that are struck with the same brilliant 
idea has no opposition in putting it in 








! I had that 
Hah’ idea years 
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By Well Clay 


the announcement is made of its appear- 
ance on the markets of the world in com- 
mercialized form. Then they say: “He 
ain't so smart. I had that same idea my- 
self but was so busy I never did find time 
to go ahead with it.” 


been done, the plant will be in shape to 
give that better service which is to result 
in educating the patrons to paying a bet- 
ter price willingly. 

If you give the best service and do not 





Most telephone men know 
of the value of strictly up- 
to-date telephone plants and 
how much better it would 


' Now if I answer 
os it means I'll 


have to answer 










be for them in handling 
their patronage if there 
were no kicks for lost serv- 
ice on account of poor con- 
dition of the plant—but 
they just do not seem to 
have the nerve to face the 
music and do the things 
which must be done to 
bring the plant to its need- 
ful condition. 

“If I only had a better rate,” they say, 
“I could do something, but the plant has 
got in such a condition that I don’t dare 
to begin any improvement because every 
move I make will necessitate following 
up with others, and the directors won’t 
stand for the spending of so much money 
when we are running behind as it is. 

“The patrons would raise a row if they 
asked for a raise with the condition the 
plant is in and I can’t give better service 
unless I rebuild the plant.” 

If they go ahead and put new wires on 
old and unfit crossarms and poles, it 
would be foolish. To renew either cross- 
arms or poles without at the same time 
renewing the old and rusting circuits, 
would be equally out of the question. 
Then, too, what good would it do to re- 
place the outside plant and leave the pres- 
ent antiquated switchboard and distribut- 
ing rackin service? No useatall, and so 
they conclude to wait another year to see 
if something will turn up 
in their favor. 

They dare not face the 
hard work of winning over 
the stockholders and _ the 
directors and the equally 























difficult matter of making 
the patrons see the plight 





The Rest Think of It But the Thought of the Hard Work 
Necessary Is too Much and They Forget About It. 


workable shape, by close application and 
hard work. 

The rest all think of it and can con- 
ceive of its value, but the thought of the 
hard work necessary to its perfection is 
too much and they forget about it until 





the*company is in to the end 
that they would be willing 
to pay a new rate before 
they obtain the better 
service. 

The matter of poor service can only be 
gotten over by rebuilding the plant, in- 
stalling new central office apparatus and 
educating operators, linemen and all other 
employes connected with the plant, to the 
point of better methods. When this has 
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NEEDFUL 
ONDITIONS 


“The Plant Is in Such Shape | Don’t Dare Begin Any 
Improvement Because Others Will Have to Follow.” 


charge for it, you are not only foolish 
but criminal in that you not only hurt 
your own finances but detract from the 
chances of all other plants about you to 
get a fair return. Their patrons will say 
sc and so’s “plant is in the finest kind of 
shape and the service is O. K., yet he 
only charges the old rate.” 


In giving your patron excellent serv- 
ice at a loss you are doing him no favor 
because sooner or later he must pay the 
better price and he will have been spoiled 
as to what he should expect by the serv- 
ice and prices he has been getting. 


You can spoil a community as easily 
as you can spoil a child, by giving it 
something for less than it pays to pro- 
duce it. Give a child everything and ask 
but little in return and you soon have a 
spoiled child. Give a community too 
much for too little return, and the result 
is the same. You lose the self-respect due 
you, if nothing more. The spoiled child 
is not respectful to its benefactors, and 
the spoiled community will call 
foolish in the end. 


If a community has been trained to ex- 
pect and use excellent telephone service 
and to pay a fair and just rate, the plant 
from which the service is given can be 
kept up-to-date and efficient at all times, 
the employes can be paid a just and 
adequate rate of compensation, and the 
directors can feel that they not only have 
the respect but the thanks of the com- 
munity. 

To gain this end means hard work, 
abundant courage, persuasiveness, fore- 
sight, patience, intimate knowledge of 
your patrons’ needs and the way to in- 
stall a plant to meet them. The success- 
ful inventor rakes in the cash and is the 
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envy of those less courageous souls who 
also had the same idea but who hated to 
stand the hard work necessary to achieve 
the end they might have reached. 

The successful manager, like the in- 
ventor, seems to be merely the one who 
not only conceived but who, regardless of 
adverse conditions, carried out his con- 
ceptions. Foresight plays a great part be- 
cause it is one of the essential features 
of success to have seen ahead far enough 
and moved accordingly that never at one 
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time has there been too great a sacrifice 
in any one year—to have avoided the ex- 
tra wear and tear which comes to a plant 
where alterations and replacements are 
too long delayed. 

Instead of having to throw away the 
entire plant at any one time and start 
anew, the successful manager has so con- 
ducted his company’s business that only 
a certain percentage has to be healed by 
the depreciation reserve each year. 

If there had been no depreciation re- 
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serve for many years, then he is out of 
luck. If he set aside the depreciation 
fund and did not use it for its legitimate 
purpose, then he is equally unfortunate 
if he must continue giving service. 

The best - way is te do each year what 
you know should be done. If this is done 
wisely, then the plant will always be in 
good service condition and will suffer 
but the minimum amount of depreciation. 

APHORISM: Even a snake sheds its 


skin at frequent periods. 


Convention of North Dakota Men 


Annual Meeting of North Dakota Telephone Association Held at Mandan 
Last Week—Plans for a Series of Operator and Plant Schools Adopted— 


Education of Employes 


On Tuesday, June 6, the North Dako- 
ta Telephone Association swung into a 
rousing three-day session at Mandan, the 
occasion being its 16th annual convention 
and election of officers. The general 
theme of the meetings might be stated 
in a few words, “Tell the Public the 
Facts,” another indication of the value 
of utility “good: will” campaigns upon 
which particular stress is laid nowadays. 

Speakers dwelt upon the advisability of 
having the employes of the 


and Informing the 


William McEachron, of Park River, 
talked on “How to Present Our Case 
Best to Our Neighbors and Our Public.” 
The discussion was thrown open to the 
convention and many interesting sugges- 
tions were made. 

“The Depreciation Reserve and Its Im- 
portance” was taken up by J. P. Smith 
and his remarks were followed by a dis- 
cussion on the part of L. D. Richardson, 
of Fargo, W. H. Stutsman of the North 


Public Advocated 


in the high school to some 300 people. 
This entertainment consisted of songs, 
piano music, a three-reel film _ entitled 
“The Story of the Telephone,” and a 
demonstration in which three operators 
and two young men of Mandan partici- 
pated. The program was concluded with 
a one-reel film describing how a subscrib- 
er went to sleep and dreamed of what he 
saw in a visit to the telephone office. 

The attendance of the second day was 





company understand the 
telephone business and the 
history of the telephone, 
while the necessity of using 
the newspapers and public 
print to tell the public of 
the company’s side of dif- 
ferent conditions, was also 
urged. 

In the election of officers 
held the third day of the 
gathering, M. M. Borman, 
Abercrombie, N. D., was 
elected president; H. A. 
Brown, of Cooperstown, 
vice-president; and A. J. 
McInnes, of Dazey, retiring 
president, was drafted into 
service as secretary. These 
three with J. P. Smith, of 











increased by the arrival of 
additional telephone men 
from various parts of the 
state, and it was a merry 
party which started on a 
tour of the places of inter- 
est around Mandan and 
3ismarck in the afternoon. 
At the morning session, 
L. D. Richardson, division 
manager of the Bell com- 
pany in North Dakota as 
well as the North Dakota 
Indevendent Telephone Co., 
presented a paper on pub- 
lic relations and made 
urgent pleas for getting to- 
gether with the public. 
The discussion which fol- 
lowed was led by W. S. 
Vivian of Chicago, and 








Beach, and three others to 
be appointed by the new 
president later will consti- 
tute the executive committee. 

The morning of the first 
day of the convention was confined to 
the address of welcome, the response and 
reports of association officers. In the 
afternoon, President McInnes led off with 
an interesting address. He was followed 
by W. H. Stutsman of the North Dakota 
Railway Commission in a humorous ad- 
dress which put forth numerous sugges- 
tions pointing out the necessity of utilities 
getting the viewpoint of the public in the 
matter of furnishing service. Mr. Stuts- 
man spoke part of the time as citizen and 
taxpayer rather than as a commissioner. 





M. M. Borman, of Abercrombie, 

Was Made President—He Is town, 

a Strong Believer in 
Good-Will Publicity. 


Dakota Railway Commission, and others. 

Through its members, W. H. Stutsman 
and Frank Milholland, the railway com- 
mission suggested that it was as much the 
duty of the telephone companies to con- 
vince the public of their financial condi- 
tions and the possible need of relief 
through revision of rates to afford ade- 
quate revenue, as it was to convince the 
commission itself. 

Tuesday evening the North Daktoa In- 
dependent Telephone Co. gave an enter- 
tainment and switchboard demonstration 


Harold A. Brown, of Coopers- 

New-Elected Vice- 

President, Was Active on 
Executive Committee. 


participated in also by C. 
C. Deering of Des Moines, 
Iowa, secretary of the 
United States Independent 
Telephone Association. Mr. 
Vivian also told “The Story of the Tele- 
phone,” and Mr. Deering spoke on pub- 
lic relations. 

J. P. Smith, of Beach, presented a pa- 
per on the relation between the value or 
telephone service to the patron and the 
cost to the subscriber, devising a chart 
by which the “Value of Telephone Serv- 
ice” could be demonstrated. 

The chart shows the value compared 
with the cost based on the premise that 
if the subscriber had no telephone he 
would be obliged to personally leave his 
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business and visit other men with whom 


he had business, entailing distance and 
time. 
Mr. 


of 16 cents pet 


Smith reduced this to an estimate 
thousand feet traveled in 














Retiring President A. J. Mcinnes, of Dazey, 
is Such an Enthusiastic Association 
Worker That He Was Elected 
Secretary. 


towns and five cents per mile between 


rural patrons. On this basis of the value 


of time being 48 cents an hour, he took 


six representative businesses in Beach 


and developed that the service showed a 


pro‘it over what it cost the subscriber of 


1,000 to 6,000 pet 


trom cent. 

The annual banquet at which about 150 
were in attendance, was held in the eve- 
ning at the Clark 


Houghtaling of the Northwestern 


Lewis & hotel. Jay 
Tele- 
Paul, acted as 
toastmaster. A dance followed. 


phone Equipment Co., St. 
Besides the election of officers, the final 


day of the convention was devoted to 


several interesting addresses. Resolutions 


were adopted approving a plan of six 
trafic schools of two days each and six 
plant schools of two days each to be held 
in different parts of the state. 
The following standing 


were ordered named: 


committees 
Committee on com- 
mittees, legislative, public 
ation, plant 
and accounting. 


relations, 
traffic, 


tax- 


schools, commissions 


E. A. Prendergast, general solicitor of 
the Northwestern Bell Telephone Co., of 
Minneapolis, in delivering his address on 
“The Proper Preparation of Reports and 
Cases to Come Before Various State and 


Federal Commissions and Courts” said: 
“In all rate proceedings I advised get- 
ting away from a spirit of controversy 
that leads to litigation. Get at the facts, 
tell your full story to the public. It has 
a right to demand good service at reason- 
able rates and you have a right to demand 


a profit to your stockholders.” 
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Elec 


was the sub 


“Interferences of High Tension 


tric Transmission Lines,” 
address of R. H. Fair of 


Omaha, Neb., general plant 


ject of the 
superintend 
ent ot 


Co Mr. Fair held that the 


plant is the instrument for giving service 


and it must be properly designed to meet 
particular conditions, efficiently construct 
ed and maintained, or it is only a poor 
instrument and therefore can yield only 
poor results in service. 

He laid special emphasis upon the fact 
that good telephone service is not a hit or 
Miss proposition, that the planning of the 
plant, and the study of the men handling 
the plant are both essential to give good 
results and to reduce operating costs. 

The telephone plant 


is extremely sus- 


ceptible to trouble from many sources, 


the proper design of the plant was held 


essential to good transmission, and the 


necessity for protection and methods of 
against 
crosses with electric power lines were set 


protection against lightning and 
forth by the speaker. 

Mr. Fair expressed the belict that meet 
ing im 
the best 


service and declared that each state asso- 


discussion once a year is one of 


methods of attaining a better 


ciation or similar organization should 


have a central agency for study and dis- 


semination of information on technical 
plant questions as discussed. 

Cc. C. Converse, tax commissioner, of 
Bismarck, N. D., in a talk on “The As- 
sessment of told 


were paying too 


Telephone Properties,” 
that they 


much taxes because as a people we are 


the assembly 
spending too much money. He showed 


the large amount of taxes necessary to 
meet the cost of transportation that enters 
into the cost of public business, and ex- 
plained methods of taxation in detail. 
Problems of 


managers of small ex- 


changes, how the association helps its 


members, and = radiotelephony and _ its 


present state of development and commer- 
cial possibilities other 
subjects discussed on the closing day. 


were among the 


Telephone and Telegraph Lines in 
Finland. 


Telephone service in Finland dates from 
1882, since when there has been a very 
rapid development in its 
to information from U. S. 


use, according 

Consul Leslie 
A. Davis, Helsingfors. 

Most of the telephone lines are owned 
by private companies and co-operative so- 
cieties, of which there are about 100 in 
Finland; but 1,410 kilometers are owned 
by the state. The principal places in 
Finnish Lapland are now connected with 
the rest of the world by telephone. 

A public telephone service was estab- 
lished im 1914 between Helsingfors and 
Viborg in Finland and Petrograd and 
Moscow in Russia, using twin lines. With 
the outbreak of the war, however, private 
calls were prohibited, and the lines were 
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used for calls on official business only 


When the telegraph systems were tak« 
1N18, after 


declared its independence, the senate turn 


over by the state in Finlar 


over to the telegraph administration al 


the telephone lines built by the Russian 
for war purposes that extended from Hel 
singfors along the coast of southweste: 
Othe 


them were turned over to the war depart 


telephone lines built) by 


Finland. 
ment and the bureau of navigation. 

The telegraph administration up to thi 
present time, has been able to set up 14Al 
kilometers of telephone lines for publi 
1919 telephone calls num 


from which 236,864 


ealls. During 
hered &1L0U4, 


marks were collected. 


Finnish 
In 1920, the num 
ber of calls increased to 156,494 and. the 
revenue to 456,002 marks. 

The state is planning to extend its tek 
phone system as fast as possible. A new 
line between Helsingfors and 
(137 
1921, 


importance for the 


double 
Hango kilometers ) 
July 22, 


able 


Was opened on 


which will be of consider 


winter transi 
trafic via Hango. 

\ new copper line from Helsingfors t 
Abo and Viborg is planned for 1922, 1 
funds are available, and one also to Tot 
nea for connection with Stockholm. 

Private telephone companies owning th« 
Finland 
The Inter 
urban Telephone Co. is erecting a new linc 


bulk of the telephone lines in 
are also making extensions. 
between Kouvola and Viborg and one be 
tween St. Michel and Varkaus. 
Operating accounts for 1919 and 192 
show 1,048,048 2 .649,43! 


profits of and 














J. P. Smith, of Beach, Member of Exe: 
tive Committee, Presented Some ir 
teresting Data as to Value of 
Telephone Service. 


Finnish marks, respectively. Du 
1920 the Helsingfors station handled a 
400,000 calls in each direction, and 

Finnish stations combined took car: 
nearly 270,000 calls in each direction. 

















In the Realm of the Telephone Man 





Telephone for Convenience of the 
Traveling Invalid. 

Because they are unable to leave their 
folling chairs to enter the telephone 
booths at Broad Street Station and Read- 
ing Terminal, Philadelphia, Pa., traveling 
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Desk Stand Scheme for Invalids. 


invalids waiting for trains were unable to 
use the telephone until a new type of 
equipment installed in one of the 
booths of the Bell Telephone Co. of Penn- 


was 


sylvania at each station. 

By means of the long cords and pulleys, 
the telephone may be removed from the 
booth and handed to the invalid in the 
chair. The sketch reproduced from The 
Telephone News shows the mater in 
which the instrument is rigged up. 


The Monthly Suggestion Contests 
Bring About Improvements. 

An up-and-going, on-its-toes company is 
the Rochester Telephone Corp., of Roches- 
ter, N. Y. Its officers realize that many 
worth-while suggestions for service im- 
provement occur to the employes but often- 
times are “put off till I get time to write 
it out,” or, after being turned in, get side- 
tracked for something requiring immediate 
attention and then never reach the man 
who would act on them. To solve all this, 
the Rochester company is carrying on a 
campaign in the form of a contest for the 
betterment of its service and working con- 
ditions through the medium of suggestions 
from its employes. 

‘nder the plan, which has been very 
successful, three prizes—first, $15; second, 
third $5—are awarded every month. 
T!cre are also 20 prizes of $1 each given 
tor “honorable mention” suggestions. 
his makes the maximum sum awarded 
Wituin any one month $5(—surely a small 


Investment for improving service and 
creoting a very material interest in the 
conipany, as well as keeping employes con- 


stai'ly on the watch for little parts that 
he: adjusting or oiling and the tricks 
that accomplish it. 





The “DO IT NOW” spirit is propagated 
by having suggestion cards, shown in the 
illustration, handy in the offices. In order 
that the employes may secure them with- 
out any difficulty, they are placed in boxes 
located in convenient parts of the building. 

At Rochester, the cards are forwarded 
to the department heads, who distribute 
them The 
out-of-town exchanges are forwarded to 
the superintendent of traffic, who in turn 


among the boxes. cards for 


sends them to the chief operators. It is 
the duty of the chief operators to dis- 
tribute the cards among the employes of 
all departments. 

It will be noted that these cards carry 
a stub. Both the stub and the card are 
numbered, and the 
space for the name of the department in 


card also carries a 
which the employe making the suggestion 
is working. The numbers run consecutive- 
months—for example, the March 
cards ran from 1 to 1,200 and the April 
ran from 1,200 to 2,400. 


So that each employe may 


ly by 


feel free 
to offer any suggestion, and not be held 
back by the thought of a possible resent- 





SUGGESTION CARD 
COUPON 


DETACH AND PRESERVE THIS COUPON 










































































FILL IN NAME OF DEPT. 
DO NOT SIGN YOUR NAME 











Card for Making Suggestions. 


ment by the department head of a plan 
different from the one he had established, 
the name is not placed on the card. 

The employe simply fills it out, detaches 
the coupon—which he retains—and depos- 
its the card in a locked box, which is also 
conveniently located. 

Then, if his number is published as one 
of the winners, he presents the stub and 
“collects,” resting easy with the knowledge 
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that he has the approval and protection 


of the high officials. If he doesn't win 


this time, no one is the wiser. 

Instead of the sealed boxes, the out-of- 
town employes are provided with envel- 
opes, so that they may enclose and seal 
their suggestion cards before sending to 
the respective department heads. 

At the end of the month, the sugges- 


tions are reviewed by a committee consist- 


.ing of the department heads, who eliminate 


from 80 to 90 per cent of the cards, and 
the balance is reviewed by the confer- 
ence committee, consisting of officers and 
department heads. 

The prize winners are announced to the 
employes in the form of a letter from the 
general manager to the These 


letters give the winning numbers and con- 


winners. 


tain a synopsis of the essential points of 
the prize winning suggestions. 
these 


Copies of 
letters are posted on the various 
bulletin boards throughout the company’s 
territory. 

The suggestions in the 
April contest were as follows: 

First prize: 


prize-winning 


This suggestion had to do 
with the reducing of the waiting time on 
the special operator’s position and a sug- 
gestion to provide the special operator 
with equipment similar to the information 
operator, with the idea of having the spe- 
cial information operator flash back to the 
originating operator to complete the con- 
nection. 

Second prize: This suggestion directed 
attention to the hundreds of miles of twist- 
ed pair wire around the city of Rochester, 
and urged that the program for additional 
aerial cable be pushed, in order that all 
this paired wire, which has been causing 
considerable trouble, might be removed. 
The winner of the third 
prize advocated instilling into operators’ 
minds the theory of “interested service,” 
with the thought that 
would take a special pride and interest 


Third prize: 


every operator 
in her work, and if a campaign were made 
along these lines, it would have a beneficial 
effect on the general service. 

The subject for the May contest was 
“How can employes best co-operate in 
each department and with the other de- 
partments ?” 

The plan has been received with a great 
The first contest took 
and approximately 125 
suggestions were received. 


deal of enthusiasm. 
place in March 
The value of 
the plan is obvious and the fact that no 
names are signed to the cards makes it 
easier for any employe to make a sugges- 
tion. 

Department heads and supervisory em- 
ployes are eliminated from the contest for 
obvious reasons. 


Nebraska Bell Attacked at Hearing 


Opposition Testimony in Case of Northwestern Bell in Nebraska Pre- 






sented—The 45 Per Cent Charge Attacked and Depreciation Declared Too 
Large—Comparison of Operating Costs Made to Show Bell Costs Too High 


The Nebraska State Railway Commis- 
sion opened its batteries during the week 
of June 6 upon the Northwestern Bell 
company, which has pending before the 
commission an application for permanent 
rates on the present war emergency rate 
schedule. 

Tabulations covering many pages were 


introduced by experts employed by the. 


commission for the purpose of dissecting 
the Bell figures. The figures themselves 
went unchallenged, because they form parts 
of the monthly reports filed by the com- 
pany, but a different light was thrown 
upon them. 

U. G. Powell, for a number of years 
the commission’s rate expert, submitted 
a showing in which he assumed that the 
year 1921, the experience of which forms 
the company’s basis for the application, 
was an abnormal year. He ,.recast the 
operating revenues on the basis of a nor- 
mal operating year, correcting the Bell 
table to an average of the past eight years 
of its own experience, with the experi- 
ence of the future estimated on the pres- 
ent downward trend of expenses. 


On this basis he produced these figures: 
Operating revenues, $4,741,615; operating 
expenses, $3,184,585, leaving a net operat- 
ing income of $1,557,030, or, with deduc- 
tions allowable, a net income of $1,291,- 
516, which represented a return of 7.29 
per cent on the property valuation of $17,- 
357,652. If exchange only is taken, the 
percentage of return would be 6.85, or 
with toll only, 8.72 per cent. 

Mr. Powell also attacked the fairness 
of the 4% per cent licensee charge. He 
insisted that it was fundamental that the 
subscriber should not be required to pay 
more for the facilities furnished by the 
American Telephone & Telegraph Co. than 
they cost the latter. Another calculation 
involved the use of figures showing what 
it would have cost the company if it had 
purchased these transmitters and receiv- 
ers instead of leasing them. 


He also challenged the justice of the 
arbitrary 4% per cent charge, insisting 
that the expenses of the parent company 
would not amount to that sum, or $202,000 
a year—which includes rental of facilities— 
if the expenses of the general staff were 
prorated among the subsidiary companies. 
In other words, he sought to prove that 
it is an arbitrary charge that helps to 
yield the 12.6 per cent the annual report of 
the A. T. & T. company shows it earned 
in 1921. . It does not, he said, distribute 
net profits among its subsidiaries. Western 
Electric Co. sales were also handled in 


the same way. 





The amount set up for depreciation at 
the present time asserted by Mr. 
Powell to be too large. He said that the 
average life of a telephone plant is 19 
years, and he then submitted calculation 
showing the actual expenditures of the 
company for current maintenance and de- 
preciation in the last 19 years. These 


was 








Agitators Cannot Overthrow It. 


All the wild ideas of unbalanced agi- 
tators the world over, in their ignorant 
and pitiable quest for happiness through 
revolution, confiscation of property, and 
crime, cannot overthrow the eternal 
truth that the one route to happiness 
through property or government is over 
the broad and open highway of service. 
And service always means industry, 
thrift, respect for authority, and recog- 
nition of the rights of others.—W. G. 
Sibley. 








were less than the percentage now claimed 
to be necessary. 

In explanation of how he arrived at his 
estimate of what the experience of 1921 
would have been had it been a normal 
year, he said he went back over the his- 
tory of the company from 1912 to 1920, 
inclusive. In 1912 the company had 61,234 
stations; in 1920, it had 103,772. This 
was an average increase of 5,317 stations 
per year. 

Taking 81,222 as the average number 
of stations during the period named, he 
secured a percentage of 6.5 as the average 
normal yearly increase in stations. Ap- 
plying this percentage, the company should 
have added 6,402 stations in 1921. It 
actually added but 1,367. 

Assuming 2,400 as the average num- 
ber of stations that ought to have been 
added that year for the whole year, he 
arrived at the revenue figures stated in 
the table where the yield in return was 6.85 
per cent. 

To get his other returns of 7.29 and 
&.72 per cent, the experience in toll reve- 
nues was taken and the percentage of in- 
crease being ascertained, he computed 


what the toll revenues would have been © 


had 1921 been a normal year. 

The company took the position that a 
hypothesis was of no value in the face 
of the actual experience, and pointed out 
that he made no allowance for the in- 
creased expenses that would have been 
incurred had the normal growth been 
present. 

Some interesting figures were submitted 
by Mr. Powell in support of various ele- 
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ments in his calculation. In 1899 the com- 
pany spent $133,890 for maintenance and 
in 1920 it spent $654,050; for depreciation, 
$28,109 in 1899 and $860,362 in.1920. In 
1899 the percentage of actual expenditures 
for maintenance and depreciation was 
11.08; in 1920 it was 8.69 and the average 
for the years in between was 8.37. 

The balance in the depreciation reserves 
has risen from $67,578 in 1899 to $2,- 
860,592 in 1920, and the balance in sur- 
plus from $64,321 to $1,635,659. The fol- 
lowing interesting table was submitted: 


Operating experience per station: 








1913 1922 
DEAMMONAIOE ..5.5i 56s cceis $0.518 $0.516 
Depreciation .........0ccecus 469 656 
Treine G€petise ......05.% 025 1.003 
Commercial expense ...:. 256 333 
General and misc......... 095 120 
Wo sctlinscedscewhh ee $1.863 $2.628 


Average annual revenue per station: 


Exchange Toll Total 

NOOO ~ boxe head $31.95 $13.90 $49.36 

BEE. siswetses 32.87 11.28 45.47 
A Comparison of Costs. 

Mr. Powell and O. E. Johnson, the 


commission’s expert, submitted a set of 
figures to prove their contention that the 
company is operating at too high a cost 
at the present time. Mr. Johnson said that 
if the Bell had operated on the same basis 
as the Lincoln company, it would have 
saved $418,966 last year. 

Attorneys for the Bell objected to this 
testimony as hearsay evidence, in part, and 
also on the ground that comparison of the 
two company’s methods of operation is 
not possible because conditions under 
which they operate are so different. 

The Bell company’s towns and cities ar 
scattered from Omaha to Sidney, a dis 
tance of 400 miles, while those of th 
Lincoln company are compact in terri- 
tory. He pointed out that Bell 
revenues are twice those of Lincoln, 
yet both are included. He said that 
it would be just as unfair as to com- 
pare two railroad companies, one of which 
earned dividends and the other lost money, 
as is true of Nebraska railroad com- 
panies. 

Chairman Taylor overruled the objec- 
tions, holding that the burden of proof is 
not on the protestants to show that the 
companies are operating under dissimilar 
conditions. The Bell company insisted 
they proved nothing and do not justify 
the commission in arriving at any conc!u- 
sion based upon them. It was not proved, 
they said, that the Lincoln company was 
operating on a sound basis. The te:ti- 
mony went in, however. 
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Cents 


per instrument 
in operation in 
your Exchange 


Net Increase 


in your earnings 
each year 
without adding 
to overhead. 
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Ridge Building, Kansas City, Mo. 


Please tell the Advertiser you saw his Advertisement in TELEPHONY. 
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The commission accountants showed that 
the Bell operates at 2 monthly cost of 
$1.626 per station and the Lincoln com- 
pany at $1.02, Omaha and Lincoln busi- 
ness being excluded to place the compari- 
son on a just basis. 

In Omaha the expense was $1.863 per 
station per month and in Lincoln $1.150. 
There are 65,904 stations in Omaha and 
16,063 in Lincoln. Outside of Omaha the 
Bell has 42,566 and the Lincoln 49,982 
outside of Lincoln. The difference in oper- 
ating cost, $.524 per station, multiplied 
by the average number of stations of the 
Bell, is $42,566 a month. 

Summarized, the savings on the part of 
the Bell would have been as follows: 


Had the Bell in Nebraska operated at 
the Lincoln company per station figures, 
Omaha and Lincoln excluded, $267,655; 
had the Bell operated at the Lincoln com- 
pany’s overhead percentages, $115,781; on 
overheads, had the Bell operated at the 
Lincoln company per station and percent- 
ages, $35,529—a total saving of $418,966. 

This does not include any results of 
comparisons of direct expenses in Lincoln 
and Omaha nor of accounts not directly 
comparable. 

Mr. Johnson also submitted evidence 
that if the Northwestern Bell had operat- 
ed on the same basis as the Southwestern 
Bell in Kansas, the saving would have 
been $130,408 per year, but this evidence 
was later stricken out when it was found 
the Southwestern figures were for 1920. 

Mr. Johnson presented a_ tabulation 
showing that the percentages of supervi- 
sion of labor charges for construction in 
1921 was 94.91 per cent for the Bell and 
20.81 for the Lincoln company. He sub- 
mitted a number of calculations upon 
specific jobs done where the spread in 
supervision cost was not so large. In pole 
line removal jobs the charges were 61.33 
for the Bell supervision and 22.4 for that 
of the Lincoln company. 

Attorneys for the various towns took a 
hand at cross examination and testifying. 
W. H. Young for Fremont, one of the 
smaller cities affected, submitted figures 
showing that in other states Bel! ex- 
changes of comparable size had lower 
charges for service, this also being true 
of exchanges of other cities. 

W. E. Shuman for the city of North 
Platte, which sustains some heavy in- 
creases, made Commercial Superintendent 
Wilson his witness, and the two had a 
spirited sparring match. Mr. Shuman in- 
sisted he was displeased -with Mr. Wil- 
son’s answers, and Mr. Wilson insisted on 
answering to suit himself. 

He said the Bell had purchased the 
plant in 1904 from E. D. Warner and 
E. M. Leflang for $100,000, but had spent 
a large amount of money changing it into 
a common battery plant. Mr. Shuman 
insisted that the figures submitted would 
give the company an average return of 
9.6 per cent on its investment. 
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Mr. Wilson said that the experience 
of all companies was that when facilities 
became close to the point of inadequacy, 
a high return was quite natural, but as 
soon as additional facilities were pro- 
vided to take care of future growth, upon 
which investment nothing was earned, the 
average return was brought down to nor- 
mal. Mr. Wilson said that the North 
Platte plant was congested, while Mr. Shu- 
man insisted there was idle equipment. 


The latter also questioned the right of 
the company to include a $7,000 vacant lot 
it had purchased in its investment and 
included the taxes thereon on its expenses, 
but Mr. Wilson said this was good busi- 
ness judgment and looking toward the 
future benefit of the subscribers. 

Mr. Childs, of Omaha, complained of 
the injustice and discrimination against his 
city that the new rates would bring about. 
Of the $136,000 additional revenue provid- 
ed by the new schedule, Omaha was to 
pay $120,000. He said that the private 
branch exchanges, which number 12,600 
out of a total of 58,000 stations in Omaha, 
bear practically all of this increase while 
residence rates bear but $8,000 of it and 
private line business rates will actually 
show a reduction. 

The company was ordered to compile 
and submit data regarding the private 
branch exchange revenue in Omaha and 
elsewhere in the state and the number of 
exchanges where this service was given. 

After four days’ taking of testimony, 
the case was submitted. The commission 
said it did not care to hear argument in 
the matter, but that if any person desired 
to file a memorandum brief by July 1 it 
would be accepted. 


District Telephone Conferences in 


Southern Minnesota. 

The first of a series of district confer- 
ences for telephone managers and oper- 
ators, under the direction of the Minne- 
sota Telephone Association, J. C. Crow- 
ley, St. Paul, secretary, was held at Fair- 
mont, Minn., Friday, June 9. 

The plan, as proposed by the associa- 
tion, provides for at least nine confer- 
ences at various points throughout the 
southern section of the state. All tele- 
phone managers, together with their op- 
erators in each district area, have been 
invited to attend, the invitation being ex- 
tended not alone by the association but 
through the commercial clubs of the vari- 
ous towns and“ cities where the confer- 
ences are held. 

With the conclusion of the meetings 
throughout Southern Minnesota, the 
northern part of the state will be sub- 
divided into districts and another series 
of conferences, similar in character, will 
be the program. 

The next conference will be at Cannon 
Falls, June 20, to be followed with gath- 
erings at Owatonna, June 21; Lanesboro, 
June 23; Glencoe, June 26; Redwood 
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Falls, June 27; Marshall, June 28; Fulda 
June 29, and Mankato, June 30. 
Managers and operators are to be give 
full swing at the meetings and question 
of every character relating to the busi 
ness will be up for discussion. The gen 
eral purpose of the plan is to furnish ar 














Secretary J. C. Crowley, of the Minnesota 
Association, Is Conducting a Series of 
District Conferences. 


opportunity for the free exchange of 
ideas and to establish a personal contact 
and acquaintance between those engaged 
in supplying telephone service within a 
given area. 

At the Fairmont conference representa- 
tives were present from practically every 
exchange within a radius of 30 or 40 
miles. The program, in a general way, 
was as follows, and will be practically 
cuplicated at the sessions in the other 
districts : 

Association Problems—Presented by 
Secretary J. C. Crowley. 

Traffic Problems—Questions and. an- 
swers. 

Public Relations—By a representative 
of the Minnesota Railroad & Ware- 
house Commission. 

Plant Problems—Questions 
swers. 

Accounting Problems—Questions and 
answers. 

General questions and answers of inter- 
est and value to those in attendance. 


and _ai- 


The speakers at the Fairmont meeting 
included H. P. Sentman, of Fairmont: 
Miss Anna Gaynor, of Mason City, Iowa, 
chief operator of the Western Eelectric 
Telephone System; J. W. Howatt, of “t. 
Paul, supervisor of telephones for ‘he 
Minnesota Railroad & Warehouse Co n- 
mission; O. A. Knell, of St. Paul, «u- 
perintendent of maintenance, Tri-State 
Telephone & Telegraph Co.; and T. C. 
McCoubrey, of St. Paul. 

It is planned that all of the sess ons 
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The telephone man’s first 
requirement, of course, is that 
his batteries shall work with 
vigor while needed. But he 





has to consider another point 
—how long do they last? 
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Labels are always insisted upon 
by telephone men whose bat- 
teries show less cost per month 
of service. Fahnestock Spring 
Clip Binding Posts at no extra 
cost. 
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begin promptly at 10 o’clock in the morn- 
ing and conclude not later than 4 in the 
afternoon in order that those from a dis- 
tance will have plenty of time to arrive 
and get home again in time for the 
evening dinner. 

Ivan Bowen of the Minnesota commis- 
sion has promised that a representative 
of the commission will be present at each 
conference. 

The schedule for the conferences in the 
northern part of the state will be com- 
pleted shortly and probably will extend 
through the entire month of July. 


District Meeting of Illinois Men in 
Savanna June 21. 

A district meeting and operators’ con- 
ference will be held by members of the 
Illinois Telephone Association in Savanna, 
Ill., on June 21, which will be attended 
by the president and secretary of the as- 
sociation. 

One of the important features of the 
assembly will be a discussion of the meth- 
ods and practices of the Illinois State 
Tax Commission, which will be led by a 
recognized authority. As this is a subject 
in which all telephone companies are in- 
terested, Secretary Jay G. Mitchell ex- 
tends an invitation to non-members as well 
as to those belonging to the association. 

A conference for the discussion of traf- 
fic problems for operators, will be con- 
ducted by’ Captain W. S. Vivian, of Chi- 
cago, and the latest and most authorita- 
tive operating practices will be thoroughly 
discussed and explained. Methods of de- 
veloping long distance business and refin- 
ing service standards will be outlined. 
Managers are urged to see that their op- 
erators have the advantage of this con- 
ference, which is free. 

Those attending are requested to tele- 
phone E. R. Allen, general manager of the 
Carroll County Independent Telephone 
Co., to learn the location of the two meet- 
ing places and other program details just 
as soon as they reach Savanna. 


Northwestern Bell Organizes Two 
Departments in Omaha. 

The Northwestern Bell Telephone Co. 
has organized at its Omaha headquarters 
a general service bureau which will take 
over many duties of a similar nature pre- 
viously performed by other departments. 
It will eliminate delay and effect econ- 
mies. It will have charge of all incom- 
ing mail, incoming and outgoing express, 
stationery and office supplies, telegraph 
operators, blue printing, payroll addresso- 
graphs, mimeograph and multigraphs, and 
subscribers’ accounts addressograph. The 
expense is allocated to each department 
causing it. 

The manager will be John T. McQuil- 
len, formerly rate and station supervisor, 
who has been with the company for 16 
years. He is succeeded as supervisor by 
R. P. Tighe. 
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The staff organization of the commer- 
cial department of the company has been 
formed under direction of Superintendent 
L. B. Wilson. He is assisted by four di- 
managers. His personal staff is 
composed of W. R. Johnson, general com- 
mercial supervisor, E. C. Hartley, gen- 
eral commercial engineer, and Walter 
Thorgrimson, who recently came from 
the Lincoln company, general commercial 
chief clerk. 


vision 


Dates for Annual Convention of 
Illinois Association Changed. 

The officers and directors of the Illi- 
nois Telephone Association, as a means of 
co-operating with manufacturers, jobbers 
and supply dealers, have again changed 
the dates of the annual convention at 
Peoria so that no conflict exists with other 
conventions. 

The original dates for the Illinois con- 
vention were fixed in January of this 
year, but a change was made when the 
dates for the convention of the United 
States Independent Telephone Association 
were selected, in order to afford an oppor- 
tunity to Illinois telephone men to at- 
tend both meetings. 

Upon learning that the September dates 
selected conflicted with the dates set for 
the Indiana convention and fully realiz- 
ing the difficulty that would result to the 
manufacturing interests if the two meet- 
ings were held at the same time, a final 
change has been made and the Illinois 
convention, it is now announced by Secre- 
tary-Treasurer Jay G. Mitchell, will be 
held at the Jefferson Hotel, Peoria, on 
October 3, 4, and 5. 

Newspaper Practice In Printing 


Numbers Causes Trouble. 
With the consolidation of manual and 


automatic telephone equipment by the Tri- 
State Telephone & Telegraph Co., St. 
Paul, Minn., four years ago, all telephone 
numbers throughout the St. Paul system 
were standardized with an exchange pre- 
fix and four figures. 

Previous to the consolidation automatic 
numbers had carried five figures only in 
the case of individual line service, and six 
figures on party-lines. Under the new ar- 
rangement the first two letters of the ex- 
change prefix, together with the four fig- 
ures, must be dialed by automatic sub- 
scribers in calling a number. 

Accordingly, when the consolidated di- 
rectory was printed, the first two letters 
of each exchange prefix were set off by 
the use of black face caps. They were 
quite as important as the figures them- 
selves and this emphasis was given them 
as a reminder to users of the automatic. 

Until within the past few weeks, how- 
ever, the telephone directory was the only 
medium in the city which observed this 
style of printing telephone numbers. In- 


vestigation revealed that the volume of. 


wrong number calls was larger than it 
should be and the conclusion was reached 
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that a large percentage was due to failur 
on the part of newspapers to adopt th 
directory style in their advertising col 
umns, especially in the classified section 

Telephone company traffic officials wer 
satisfied that thousands of calls resulting 
from newpaper want ad advertising wer: 
in error because the suggestion “dial the 
first two figures of the exchange prefix,’ 
was lacking. 

Through the efforts of the Tri-State 
company’s advertising department, al! 
three St. Paul daily newspapers have now 
adopted the telephone directory style of 
printing telephone numbers. Business sub- 
scribers are also falling in line with re- 
spect to their printed matter 
such as letter heads, cards, circulars, etc. 


personal 


The telephone company expects an ap- 
preciable improvement in service and a re- 
duction of wrong number calls as a result. 
Has Classified Section In Directo- 

ries of Largest Exchanges. 

The Tri-State Telephone & Telegraph 
Co., St. Paul, Minn., beginning with the 
May, 1922, issues just distributed, has in- 
cluded complete classified sections in two 
cf its largest exchanges in southern Min- 
nesota—Winona and Rochester. The to- 
tal number of stations at each of these ex- 
changes ranges around the 5,000 mark. 

At Rochester, particularly, with its 
thousands of constant transients, due to 
its reputation as a health haven for the 
sick and ailing, it has long been felt that 
a classified directory should be included 
as a part of the regular telephone direc- 
tory. 

In both the cities mentioned, the classi- 
fied section came as a pleasant surprise to 
subscribers and newspapers made most fa 
vorable comment in both the news and ed 
itorial columns. 


Convention of Washington Asso- 
ciation June 21 and 22. 
This year’s convention of the Washing- 


ton Independent Telephone Association 
will be held on June 21 and 22 at Pull 
man, Wash. 

The Washington men are a live group 
of Independents and take a serious inte 
est in the progress of their associatio1 
They are determined that it shall includ 
every Independent in the state. 

John King, of Puyallup, is president « 
the association. 


June 22 Date for Missouri District 
Meeting and School. 

The sixth district of the Missouri I 
dependent Telephone Association wi 
hold a meeting and operators’ school : 
Holden, Mo., on June 22. 

The announcement, which is signed | 
President M. L. Golliday and Secreta 
S. R. Smith, promises a good progra 
and invites the members to bring alor 
their telephone problems. It is also urg 
that as many operators attend as can 
spared from their duties. 
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Take No Chances -- Demand Klein Climbers 
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You cannot blame the “old timers” for demanding Klein 
Climbers! A good climber is a matter of life or death. 

Protect your outside gangs with the climbers that have been 
standard for 65 years. Every single Klein Climber is carefully 
forged from the finest spring steel we can buy—hardened and 
tempered under expert supervision and subjected to rigid factory 
tests before sold. 

The gaff itself is made of a special steel, hand tempered and 
tested, and securely riveted to the leg iron in such a manner that 
it will not come loose. 

The shape of Klein Climbers, the set of the angle and the 
temper are all the product of years of experience, and designed 
for safety, ease and comfort. 


Play Safe. Buy Klein Climbers 











& Sons 


Chicago I] USA 





Commissions, Courts and Councils 


Discussion and Rulings of State Bodies Having Supervision Over Telephone 
Companies—Decisions of Courts in Matters of Interest to Public Utilities 
and Actions of City Councils Relative to Franchise, Rates and Service 


Dowagiac (Mich.) Company to 
Take Over Bell Property. 
Arrangements have been made for the 
merger of the physical properties of the 
Michigan State Telephone Co. and the 
Home Telephone Co. not only in Dowagiac 

but throughout Cass county. 

A coterie of capitalists of Dowagiac 
have organized the Dowagiac Telephone 
Co., for the purpose of taking over the 
properties of the Bell and Home com- 
panies. 

Users of the Home company will be 
connected with the Bell system and the 
automatic instruments of the Home, now 
in use, will be abandoned, it is reported. 

Charles Heddon will become president 
of the new company, and on the board of 
directors will be George B. Phillips and 
Will F. Hoyt, of Dowagiac, and H. W. 
Benedict and W. J. Berry, of ‘Detroit, the 
two latter being present officials of the 
Michigan State Telephone Co. Offices 
of the company will be established in the 
Michigan State company’s present office. 

When the Home company’s system in 
Cass county was sold at receiver’s sale a 
few months ago, George B. Phillips was 
the purchaser named in the sale. It now 
develops that he was taking over the plant 
not only for himself but for the men who 
are associated with him in the Dowagiac 
company, and who then had this merger 
in view. 

The sale only brought the stockholders 
about $12,000, and that was the only bid. 
It is stated that the plant represents 
an outlay of over $150,000 and when new 
was worth it, and more too if it could 
have had the field to itself. 

The necessary legal preparations to per- 
fect the organization have been complied 
with, and only a satisfactory understand- 
ing with the commission at Lansing rela- 
tive to a rate to be charged, a rate that 
will return a fair interest on the invest- 
ment is necessary. 


Valuation Placed on Indiana Plant 
by Commission. 

An appraisal of the property of the Cen- 
tral Union Telephone Co. has _ been 
made by the Indiana Public Service Com- 
mission in connection with the petition 
that has been filed by the company ask- 
ing for authority to increase phone rates. 

The total value placed on the Ander- 
son plant is $493,000. The principal items 
that go to make up the amount are the 
distributing system, consisting of poles 
and wires, $294,219; gross additions to 
the plant, $108,980; general equipment, 
$7,738, and material and supplies. 


The previous valuation fixed on the 
plant by the public service board was 
$419,808. 


Kansas Company Increases Rates 
and Discontinues Free Service. 
The application of the Barnes Tele- 

phone Co., of Barnes, Kan., for a new 

schedule of rates for service in that city 
and for authority to discontinue free 
service between Barnes and the exchanges 
at Greenleaf and Hanover was allowed 
by the public service commission. The 
order making these changes was dated 

May 18. 

A charge of 10 cents for service with 
Greenleaf and Hanover is to be made, 
and the company is authorized to sell 
cards giving 20 calls for $1. 

The new monthly rates for service in 
Barnes are: 

Business (one-party) 


Residence 
Rural 


Objects to Salaries Paid—Allows 
Some Advance in Charges. 

Taking exception to the stated plant 
value and to the salaries paid by the Wy- 
andotte County Telephone Co., of Bonner 
Springs, Kan., the public utilities commis- 
sion allowed only a part of the increase 
requested. In spite of numerous reduc- 
tions made by the commission in the fig- 
ures submitted by the company, the pres- 
ent rates were found to be insufficient to 
produce the necessary depreciation and 
return. The order was entered May 27. 

The commission found a wide differ- 
ence between the statement of the com- 
pany as to plant value and that prepared 
by the commission’s engineer, and was of 
the opinion that the engineers had placed 
a higher value on the property than was 
equitable. Among items included which 
the commission would not allow was that 
of overhead expense, which was held to be 
entirely speculative and without evidence 
to show that any of it went into plant 
construction. 

There was considerable “going value” 
included in the plant figure, which likewise 
was discarded by the commission. Also, 
the working capital was deemed exces- 
sive. 

The property having been kept in nor- 
mal condition, a depreciation reserve of 
5 per cent would, it was decided, be ample. 

As to salaries, it was held that that of 
J. D. Waters, the owner, should be con- 
sidered mostly as return on investment, 
since ‘a competent man is employed at a 
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salary of $145 to operate the plant and th: 
services of Mr. Waters are simply advis 
ory and require only about 25 per cent o 
his time. For purposes of rate making, 
his salary was fixed at $75 a month, 
half of what he was drawing. Even this 
the commission judged to be too high. 

The sum paid to the private stenograph- 
er and office clerk of Mr. Waters to act 
as bookkeeper and collector for the com- 
pany was cut from $45 to $20 a month 
The reason for this was that the books 
are kept by a Topeka audit concern at 
a remuneration of $25, which amount the 
commission believed should be deducted 
from the collector’s salary. 

The rates allowed are: 
Business : 

One-party 
Residence : 

One-party 

Two-party 

Four-party 
Rural: 

Two-party 

Multi-party 
Extension sets: 

With bell 

Without bell 
Desk sets 

Rural individual-line subscribers are to 
pay 25 cents additional for each quarter- 
mile or fraction between the city limits 
and the subscriber’s station. 


Louisville (Ky.) Company Again 
Goes After Franchise. 
Officials of the Home Telephone Co., of 


Louisville, Ky., called on Mayor Quin 
on June 7, with the request that the city 
allow the company another franchise. 

This is in accordance with recommenda- 
tions of the United States Circuit Court 
of Appeals, which on April 15 handed 
down a decision sustaining the temporary 
injunction granted by Judge Evans, hold- 
ing rates then proposed by the city to be 
confiscatory. 

The court in giving its decision said it 
was the city’s duty to sell the compan) 
another franchise. 

The company representatives suggested 
that a new ordinance be drawn, 
prices to be charged for telephone servic« 
in Louisville, and intimated that the $2.5° 
minimum rate now in effect would be ac 
ceptable to the company. 

The company, after the expiration 0! 
its 20-year franchise, which permitte 
rates at a scale ranging from $2 a montl 
up, went into the federal court when th: 
city tried to enforce an ordinance cutting 
the $2.50 minimum rate, as charged dur- 
ing federal control. 

Mayor Quin gave no intimation as t 


fixing 
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BRACH 


VACUUM 
ARRESTERS 


When the best protection costs no more, why not have it? 
BRACH arresters insure: non-grounding of lines, cables, 
clear transmission, balance of potential between pairs, and 
full protection against power crosses or li*htning. There 
are no carbons to clean and no maintenance bills. 








You can readily afford BRACH Vacuum Arresters at our 
present low prices. Type 440, shown above, complete with 
porcelain base, fuses and mountings, sells at $1.50 each. 


L. S. BRACH MFG. CO. 


NEWARK, N. J. 















CONDENSERS | 


Mansbridge Type Condensers are Self-Sealing and 
cannot be internally short-circuited. If one is broken 
down by a lightning or high-tension discharge, or by 
mechanical damage, it automatically and instantane- 
ously seals up, this being the unique and characteristic 
property of the metallized paper. 








You can drive a pin right through a Mansbridge Con- 
denser and the capacity and tnsulation will still be 
O. K.! Sounds impossible, but it’s solid fact! 


Complete Satisfaction 


That’s the reason why the Mansbridge Condenser has 
made good. 


Mansbridge Condensers are More Reliable, Lighter, 
Smaller and no more Costly than those of the old fash- 
foned solid foil type. 


They are made under license by Western Electric 
Company, Ericsson Mfg. Co., Electric Specialty Co., 
Stromberg-Carlson Co., American Electric Co., and by 
numerous other licensees ail over the world. 


Insist upon having MANSBRIDGE CONDENSERS. 


For full particulars and for terms of manufacturing 
license in U. S. A. and Canada apply: 


G.F. MANSBRIDGE 
Mount House, New Barnet, England 


— 
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Is this solder cutting 
your payroll, too? 


OULD you like to cut your 

payroll by increasing the 
capacities of your electricians 
and linemen—by getting more 
work from each man? Many 
telephone companies are doing 
this by- supplying their men 
with-— 





Its self-fluxing feature saves about two- 
thirds of the time. Your men work 
with just the solder and an iron—no pot 
of acid, no paste, no soldering salts. 
And this means a great deal to the line- 
man who almost needs three hands to 
do his work and still keep his footing 
without bothering with the unneces- 
sary fluxing operation. 


Besides being a great time and labor 
saver, Kester comes in a package most 
convenient for the job. For small jobs, 
or occasional users the one pound coil 
in cartons or the one pound spool is 
most adaptable, while the quantity 
user finds the five and ten pound spools 
more economical. 







CHICAGO SOLDER COMPANY 
4211 Wrightwood Ave., Chicago 


Direct Factory Representatives: 


The Faucette-Huston Co., Chattanooga, Tenn 
Louis J. Ziesel Co., 216 Market St., San Francisco 





4211 Wrightwood Ave., Chicago. 


Gentlemen: Please send me a free sample of Kester Acid-Core 


| 
CHICAGO SOLDER COMPANY Tel. 6-17-22 | 
Wire Solder. | 
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what action would be taken by the city. 

Unless the city and company agree on a 
compromise the case will have to be tried 
out in court. 


Got Into Telephone Business By 
Being Good Fellow. 


W. J. Philpot, small telephone magnate 
of Cass county, is in trouble with the 
Nebraska State Railway Commission 
merely because he is good-natured and 
busy. He owns two rural lines that are 
connected with the Lincoln company’s 
switchboard at the Weeping Water ex- 
change. He built these years ago when 
the Bell controlled in that territory and 
refused to engage in rural construction. 

He is a stock-raiser and farmer on a 
large scale, and built the lines originally 
so that he and his brother might have ac- 
cess to the market news centers. Other 
neighbors asked to be let in on them, and 
he was too good-natured to refuse. Before 
he knew it, he was in reality a small com- 
mon carrier, and for the service he has 
been charging $1.50 a month. 

Following vigorous protests of sub- 
scribers, the commission sent out an in- 
spector, who reported that most of the 
insulation was gone or broken, the poles 
broken and the wires rusted. He was 
cited to appear, and following that the 
commission has issued an order giving 
him until July 15 to determine his future 
fate as a telephone magnate. 

The order gives him the alternative of 
restoring the property so that proper serv- 
ice may be given, or of selling out to 
some operating company or to a local 
association that will do the replacement 
work necessary and share the duties and 
responsibility of giving proper service. 


Failure to Answer Fire Call Be- 
fore Nebraska Commission. 


E. C. Hunt appeared before the Ne- 
braska State Railway Commission on June 
6 to defend the request of subscribers to 
his Citizens’ company at Malmo for a 
decrease in rates. 

The farmers sent two representatives. 
One of these was J. K. Ekdahl, whose 
complaint was that when his brother’s 
first house burned down he had to drive 
in his car to town to wake Central at 
night, when he thought she should have 
had one ear attuned for the night bell. 
When the second house caught fire, Cen- 
tral was out visiting, and no alarm could 
be given. 

G. C. Barry said that what the farmers 
wanted was longer hours in the evening 
and service on Sunday. They thought that 
if service was improved rates might well 
remain as they are—at $1.50 instead of 
$1.00 as the farmers wanted them. 

Mr. Hunt said that he had never heard 
of any of the complaints before, and that 
if subscribers expected better service they 
ought to inform the manager when der- 
elictions occurred. 


TELEPHONY 


New York Bell to Sell Preferred 
Stock to Telephone Users. 
The New York Telephone Co. has ap- 
plied to the New York Public Service 
Commission for authority to issue $25,- 
(00,000 of a 614 per cent cumulative pre- 
terred stock. If approved, the company 
will offer the issue to telephone users and 
the company’s employes under a plan, the 
details of which are now being worked 


out. This will be the first preferred stock 
ever issued by the New York Tele- 
phone Co. 


J. S. McCulloh, vice-president of the 
company, in speaking about the purposes 
of the new stock, said: 

“The stock will be issued both to help 
finance new construction and also to 
bring about closer relations with tele- 
phone users and employes. We could dis- 
pose of the stock in large blocks to a few 
investors but we prefer a wide distribu- 
tion of the shares among those most in- 
terested in telephone service. 

“The new facilities to be provided with 
the funds raised by the sale of the stock 
are needed to meet the demand for tele- 
phone service that is steadily increasing. 
The construction planned is part of a pro- 
gram now under way which will require 
a number of years and large sums of 
money to complete. This program is 
designed both to care for present demands 
and to keep abreast of growing require- 
ments.” 


Oklahoma Rule on Coin Boxes in 
Business Houses Changed. 

The Oklahoma Corporation Commission 
make a journal entry on May 31 modify- 
ing its order of April i regarding the use 
of coin boxes in connection with business 
telephones in Oklahoma City. 

Business houses having telephones left 
accessible to public use must either permit 
the installation of a coin box telephone 
or in lieu thereof must pay according to 
measure for calls made by their cus- 
tomers. 

In the latter instance merchants would 
be charged a minimum rate of $7.50 a 


month up to 440 calls, all calls over such 


phone in excess of 440 to be charged at 
the rate of 1.4 cents each or $1.40 per 
100. 

Under the previous order the South- 
western Bell Telephone Co. was granted 
the right to require the installation of 
coin boxes in business houses where tele- 
phones were left accessible to the public 
unless such instruments should be made 
inaccessible. 

Refusal to allow such installation, ac- 
cording to the former order would result 
in a discontinuance of service at the dis- 
cretion of the telephone company. 

A number of Oklahoma City mer- 
chants appealed to the corporation com- 


mission against the public telephone 
order. Several thousand | subscribers 
joined in the protest through petitions 


filed at the rehearing May 17. 
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The general manager of the telephor 
company testified at the rehearing tha‘ 
the unit cost of calls on the Oklahom 
City exchange was 1.9 cents. 

He added that dependent upon the con- 
tinuance of the coin box order his com 
pany anticipated additional revenue of 
approximately $10,000 a year and an op- 
erating saving of $39,000 a year. 

At the rate now established by the 
commission, by which a minimum of $7.50 
a month is set for an instrument left 
for the use of the public with 440 calls 
permitted thereunder, the charge for each 
call has been set at 1.7 cents for calls up 
to that number. For calls above this 
number a charge of 1.4 cents is allowed, 
which, according to the findings of the 
commission, will allow for operating costs 
alone. 


Ohio Bell Declares Service Connec- 
tion Charges Just. 

The Ohio Bell Telephone Co. filed with 
the Public Utilities Commission on June 3 
a reply taking exceptions to City Attor- 
ney Leach’s recent protest against service 
connection charges for Columbus. 

“The company asks,” says the reply, 
“that the commission take into considera- 
tion the fact that not one single person has 
opposed the propriety of the charges in 
principle and that with the exception of 
Columbus, no one opposed them in prac- 
tice for any community in the state. The 
charges are justified by the overwhelm- 
ing weight of authority; they have been 
tried and proven a success in one state 
after another and the state of Ohio is 
almost the last one to inaugurate this just 
and equitable method of placing the bur- 
den of the service connection charges 
where it belongs—upon the person caus- 
ing it.” 

In denial of Leach’s contention that the 
American Telephone & Telegraph Co. 
owns all the stock of the Ohio Bell com- 
pany except for qualifying shares, the 
company says it has 3,500 shareholders. 
It denies that Columbus rates are re- 
munerative. Unified rates, wherever they 
have been fixed, yield a return of less than 
6 per cent, in some instances actual losses, 
the company asserts, adding that even so 
service connection charges should not be 
considered a part of the regularly month 
ly rates, but purely compensation for the 


expense of taking out and _ installing 
telephones. 
Pennsylvania Companies Plan 


Mergers in Near Future. 

A series of mergers have been unde: 
way lately in Pennsylvania, among then 
the acquisition of the Pittsburgh & Alle 
gheny Telephone Co. and the Chartier 
Telephone Co. of Alleghany county b 
the Bell, and the purchase of the Lyken 
Telephone & Telegraph Co. by the Wis 
conisco Telephone & Telegraph Co., « 
Elizabethville. 

The consolidation of the Pittsburgh & 
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DO YOU KNOW THAT-- 









































We can We buy 
supply only 
both pure 
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and distillate 
Northern and the 
Cedar highest 
poles, grade 
plain or Carbo- 
butt lineum? 
preserved? 
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ae We maintain stocks in more than ten yards? a. 
thirty-four We operate our pole preservation plant twenty-four hours a day, insuring ends 
years ago? instant service? Butt Rot? 
Under ordinary circumstances we can get a car of treated poles in transit in less 
than twelve hours? 











THE VALENTINE-CLARK COMPANY 


Spokane, Wash. Minneapolis, Minn. 
Toledo, Ohio Chicago, Ill. 
New York City Philadelphia, Pa. 


Rely on us in any emergency 














“INDIANA”? 
Time Is Precious! 


You Can Save It 
By Using Drive 
and Twist Anchors 


TELEPHONE AND 
TELEGRAPH WIRE 


———— fe 


Just drive 
it down— 
Then three 
twists. 





PROVEN BEST BY TEST 


Time and the aid of America’s foremost 
engineers, have enabled us to develop and 





In less than five minutes—using 
only a sledge and crowbar—one 
man can install the DRIVE 
AND TWIST. No soil to move 
or remove. After the anchor is 
driven down, three twists of 
crowbar expand the blades. All 
soil above remains solid, offer- 
ing the greatest possible resist- 
ance. 


Write for complete particulars. 



































manufacture the highest grade wire known to 
the trade. It is greatest in conductivity and 
lasting qualities, due to the superior quality of 
material from which it is made, as well as its 
Extra Double Galvanizing, which insures longest life. 
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STEEL STRAND 


Single and Double Galvanized, Standard, 
Siemens-Martin, High Strength and Extra 
High Strength Grades. 


HANDLED BY MOST JOBBERS 


D. 
& 
T. 














GUND MF G. CO. MANUFACTURED BY 


ny wee & INDIANA STEEL & WIRE CO. 
(Ask for tra} order of Gund's Magnet T MUNCIE, INDIANA 


izer — first aid to weakened magnets.) 
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Allegheny and the Chartiers companies 
with the Bell has been approved by the 
public service commission. This completes 
a proceeding started last year and which 
involved tnatters of contracts with rural 
and connecting lines. It is the largest one 
of the telephone mergers acted upon. 

The Lykens and Wisconisco companies 
have been operating in the upper end of 
Dauphin county for years and steps were 
taken recently to unite the two companies. 
Hearing on this matter was set for June 
8 in Harrisburg. 


Full Denial in Answer of South 
Carolina Commission. 

The answer of the South Carolina 
Railroad Commission to the original bill 
of complaint upon which Judge H. A. 
M. Smith issued an injunction restraining 
the state authorities from enforcing the 
rates provided for in the Foster act has 
been filed. 

The commission, attorney general and 
others, defendants in the proceedings, 
deny the main allegations of the plain- 
tiff, the Southern Bell Telephone & Tele- 
graph Co., and allege that the rates in- 
volved are not confiscatory. * 

They allege, furthermore, that in its 
relations with the American Telephone 
& Telegraph Co. and through improper 
charges and accounting methods, the 
plaintiff shows thin earnings. The real 
party in interest, they state, the A. T. & 
T. Co., is in fact receiving larger earnings 
from its investments in South Carolina, 
held in the name of its subsidiaries, and is 
thereby increasing constantly and largely 
is profits and surplus, as well as its divi- 
dends and the value of its stock and prop- 
erties. 

The defendants conclude the answer 
hy asking that the bill of complaint be 
dismissed. 

At a hearing held May 6, Judge Smith 
refused to dismiss the bill of complaint 
_on grounds as then set forth by the plain- 
tiff and gave the defendants 30 days in 
which to answer to the original bill of 
complaint. 

The case will in due time be heard on 
its merits, it is thought. > 


Hearing on Injunction Proceedings 
of Cumberland Bell. 

Hearing on the injunction proceedings 
brought by the Cumberland Telephone 
& Telegraph Co. in an effort to secure an 
advance of rates in Tennessee was set for 
June 10 in Nashville. The case was set 
by Judge E. T. Sanford of the United 
States district court. Two other federal 
judges were to be on the bench with 
Judge Sanford. 

The proceedings are a move on the part 
of the telephone company intended to off- 
set the action of the public utilities com- 
mission in preventing an immediate raise 
in rates, following long hearings before 
it. In the battle before the commission 
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the protestants’ attorneys won every 
point. Counsel for the telephone company 
then filed a bill in the federal court and 
later an amended bill. The state recently 
filed a bill asking for the dismissal of the 
suit. 


Supreme Court Upholds Company 
in Houston (Tex.) Rate Case. 
The city ordinance of Houston, Tex., 

on telephone rates, fixing charges at $5 a 

month for business and $2 for residence 

rentals, was declared confiscatory and 
held unconstitutional by the United States 

Supreme Court on May 29 in upholding 

the decision of a lower court. 

Rates of $9 for business and $4 for 
residence telephones were put into effect 
when the lower court announced its de- 
cision, and are still maintained. 

Mayor Holcombe and City Attorney 
Myer hope the decision will still permit 
the city to force a more conservative re- 
duction. While it is admitted $5 and $2 
would be rather low, under present con- 
ditions, the city maintains that the actual 
rates are too high. 

The court’s opinion, announced by Jus- 
tice Clark, pointed out that it has definite- 
ly been decided that while municipal cor- 
porations in Texas, as agencies of the 
state,; may have.the power to prescribe 
rates for public service corporations, the 
state constitution prohibits their making 
contracts for the future which may not 
be modified at any time by appropriate 
action of the municipality. 


Uniform Schedule of Rates 
Granted Wisconsin Company. 
The uniform schedule of rates, which is 

in part a decrease and in part an increase, 

asked by the Wittenberg Telephone Co., 
of Wittenberg, Wis., was granted by the 

commission on May 24. 

The Wittenberg company acquired the 
business of the Wittenberg Rural Tele- 
phone Co. on June 1, 1921, and a portion 
of the business of the Elderon Telephone 
Co. on July 1, 1921. It at present oper- 
ates three exchanges located at Witten- 
berg, Elderon and Eland, serving a total 
of 401 subscribers. 

These exchanges have been operated 
under varying rates, and in order to make 
the rates uniform the commission allowed 
the following schedule to be placed in 
effect June 1: 


Business— 
One-party 
Two-party 

Residence— 
One-party 
Two-party 

Rural— 
Business 


Per Month. 


From a perusal of the statement show- 
ing revenues and expenses from June 1 to 
December 31, 1921, the commission found 
that the rate of depreciation was too high. 
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After reducing this from 10 to 6 per cer 
and allowing a fair return on the invest 
ment, it appeared that there was a defic 
of $1,440. Even with further adjustment 
in the expenses, the commission does n 
believe that this deficit will be entirel, 
made up. 


Majority of Subscribers Ask That 
Rates Be Advanced. 

A petition signed by 25 of the 31 sul 
scribers of the Summit Telephone Co. 
assured the Wisconsin Railroad Commis- 
sion that an increase in rates would b 
acceptable. The advance from $1.00 to 
$1.50 a month was granted on May 24. 
An installation charge of $3 was also al- 
lowed, which, however, is to be refunded 
if the subscriber remains on the company’s 
lines for two years. 

On account of an increase in the switch- 
ing rate charged by the Wisconsin Tele- 
phone Co. from 25 cents to 62% cents a 
month for each subscriber, also on ac- 
count of the necessity of raising the wages 
of the lineman from $10.50 to $15.00 a 
month, an increase in revenue 
necessary. 

The 31 subscribers are connected to four 
lines, which are brought into the switch- 
board of the Wisconsin Telephone Co. at 
Washburn. The latter company performs 
the switching service. 

The financial history of the Summit 
company indicates that under the $1 rate 
the company has done little more than 
meet operating expenses. 


became 


Summary of Commission Rulings 
and Schedules of Hearings. 


ILLINOIS. 

April 19: Order entered suspending 
until August &, 1922, proposed rates for 
service in Kansas and Westfield, stated in 
schedule filed by Westiield-Kansas Tele- 
phone Co., of Westfield. 

April 19: Rates of El Paso Telephone 
Co., of El Paso, approved and case strick- 
en from records. 

April 19: Order entered approving 
agreement dated January 1, 1922, between 
Mlinois Bell Telephone Co. and Plymouth 
Farmers Switchboard Co. of Plymouth, 
for toll service. 

April 19: Agreement dated April 15, 
1921, between Illinois Bell Telephone Co. 
and Morrison Telephone Co., of Morri- 
sen, for joint handling of toll messages 
approved. 

April 19: Order entered authorizing 
rates, rules and regulations of Galena ex- 
change of Illinois Bell Telephone Co. to 
be applied to subscribers of Pitcher Tele- 
phone Co. at Galena. 

April 19: Rates schedule 1PUC No. ! 
of Grafton Telephone Co. for service in 
Grafton and Brussels filed May 25, 191, 
permanently canceled but petition not « 
missed. 

April 19: LaMotte Co-operative T« 
phone Co., of Palestine, directed to fur- 
nish service to U. R. Templeton at his re «!- 
dence; also ordered to file rules and re 
lations pertaining to furnishing service 
Palestine. 

April 19: Petition of DeKalb County 
Telephone Co., of Sycamore, to aban 
exchange at Hammond, dismissed. 
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4 The fundamental value of Exide Batteries in the telephone 
x 1 e field has been proven ever since the central energy system 
was established over 25 years ago. Today, the Exide is as 


BATTERIES modern in construction and design as the latest practical 
innovation in telephony; a fact attested by its almost uni- 
versal use. 


THE ELECTRIC STORAGE BATTERY CO. 


Oldest and largest manufacturers in the world of storage batteries 
for every purpose 
1888 PHILADELPHIA 1922 


Branches in 17 Cities 
Exide Batteries of Canada, Limited, 133-157 Dufferin St.. Toronto, Canada 
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NORTHERN CE DAR POLES WESTERN 


BUTT-TREATING GUARANTEED GRADES 
BELL LUMBER COMPANY, MINNEAPOLIS, MINN. 


















Breede rforde dere rge fe ofe he refed fe afe deer ade eee 


A Valuable Book 
for a Small Price 


A practical and explicit work on many 
problems of the magneto exchange. 


THE INSPECTOR and 
THE TROUBLEMAN 


1, by Stanley R. Edwards and A. E. Dobbs 


0. embodies an extensive explanation in 9 

I- plain English of magneto exchanges, YOU RE. SAF E 
as line construction, telephone troubles, 
and the theory of electricity as applied 


to telephony, with diagrams and illus- When you employ 
trati t t 1 
points. The man in the amall exchange VAC-M ARRESTERS 


| will find this book especially valuable. 


VAC-M CONTAINERS 


With P aper Cover ? 40c. They always function properly. 


With Cloth Cover, $1.00 They require little attention. 
They’re immune from mechanical injury. 


. " ’ Secure adequate protection at moderate prices. 
2 Celephony Publishing Corp. 1 opp na micaaceaaaales 

” 116 So. Michigan Ave. Chicago, Ill. .™ National Electric Specialty Co. 

ty \ TOLEDO OHIO 


Please tell the Advertiser you saw his Advertisement in TELEPHONY. 





from lightning, static grounds, crosses, etc., 
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April 19: Agreement dated February 
28, 1922, between L. & N. R. R. Co. and 
Big Creek Coals, Inc., for the construc- 
tion and maintenance of a telephone line 
across the premises of the railroad com- 
pany at M. P. 127 on Shawneetown 
Branch, near Grayson, Saline county, ap- 
proved. 

April 19: Order issued approving agree- 
ment dated February 1, 1922, between C. 
Cc. C. & St. L. Ry. Co. and August H. 
Wolff, for the installation and use of 
telephone line across the waylands and 
underneath the track of the railway com- 
pany near Dorsey, Macoupin county. 

April 19: Order entered approving 
agreement between P. C. C. & St. L. R. 
R. Co. and H. L. Dodson, doing business 
under the firm name of Pocahontas Tele- 
phone Co., of Pocahontas, for the installa- 
tion and use of a cable for communication 
lines across the right of way of the rail- 
road company near Pocahontas. 

April 19: Agreement dated April 1, 
1922, between L. E. & W. R. R. Co. and 
J. W. Smith for the installation and use 
of an underground telephone line cross- 
ing the waylands of the railroad company 
at Derby, approved. 

May 38: Peoples Telephone Co. of 
Southern Illinois, of Wayne City, and 
Commercial Telephone & Telegraph Co., 
of Olney, directed to make toll circuit 
connections at Cisne and to divide cost 
equally between them. 

June 13: Hearing on citation to IIli- 
nois Bell Telephone Co. to show cause 
why rates for service in Chicago and adja- 
cent territory should not be reduced. 

June 18: Hearing at Chicago in mat- 
ter of advance in rates proposed by 
Northern Illinois Telephone Co. of 
Sandwich, for service in Sheridan, Leland, 
Paw Paw, Mendota, Earlville, Somonauk 
and Sandwich. 

June 18: Hearing at Chicago on appli- 
cation of Northern Illinois Telephone 
Co. for increased rates in West Brooklyn 
and Compton. 

June 15: Hearing at Chicago on appli- 
cation of Streator Telephone Co., of 
Streator, for advanced rates in Streator 
and Grand Ridge. Objections filed by city 
of Streator and village of Grand Ridge. 

June 16: Hearing at Dixon in the mat- 
ter of application of Farmers Telephone 
Co. of Lee County, of Franklin Grove, for 
advance in rates for service in Amboy, 
Ashton, Franklin Grove, Sublette, Lee 
Center, and vicinities. Supplemental pe- 
tition filed by company for immediate in- 
vestigation of operating revenue and in- 
come and that a temporary rate be fixed 
hy commission to become effective for 
switching rural service station individual 
lines and switching rural service station 
party lines and that commission may pro- 
ceed to fix value of property of petitioner 
and fix permanent rates, etc. Objections 
filed by Abel Jeanblanc. 

KANSAS, 

May 18: Barnes Telephone Co. author- 
ized to discontinue free service between 
Barnes and the exchanges at Greenleaf and 
Hanover and to establish a new schedule 
of rates for service at Barnes. 

May 22: Carbondale Telephone Co., of 
Carbondale, granted a certificate to issue 
212 shares of its capital stock of the total 
par value of $5,300, 140 of the shares to 
he exchanged for present stock. 

May 26: Increased rate schedule al- 
lowed to be filed by Geneseo Telephone 
Co., of Geneseo. 

May 27: Wyandotte County Telephone 
Co., of Bonner Springs, granted portion 
of increase requested; objection made to 
certain salaries paid by the company. 

May 31: Goodland Telephone Co., of 
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Goodland, permitted to file and enforce 
increased rate schedule. 
LOUISIANA, 

June &: Hearing held at New Orleans 
in matter of advance in rates by Elton 
Telephone Co., of Elton, ex parte. 

June 27: Rehearing to be held at New 
Orleans on matter of rates of Cumberland 
Telephone & Telegraph Co. 


Missourl. 

May 18: Order entered permitting La- 
Belle Telephone Co., of LaBelle, to issue 
common stock to the amount of $20,000 
to obtain funds with which to purchase 
exchanges at LaBelle and Newark. 

May 18: Granville H. Kendrick author- 
ized to sell and LaBelle Telephone Co., 
of LaBelle, authorized to purchase ex- 
changes at LaBelle and Newark. 

June 5: Kahoka Telephone & Con- 
struction Co., of Kahoka, granted‘ permis- 
sion to continue operations under advanced 
rates allowed April 1, 1921. 

NEBRASKA, 

June 5: Complaint filed by P. P. Cedar 
against Monroe Independent Telephone 
Co., of Albion, alleging unfair charges for 
service. 

June 5: Application filed by the Haig- 
ler Equity Telephone Co., owned by farm- 
ers, asking permission to decrease farm 
rates and increase rates on town business 
and residence service. 

June 6: Hearing on application of sub- 
scribers of Citizens’ Telephone Co., of 
Malmo, asking for reduction of rates be- 
cause of unsatisfactory service; evidence 
taken and cause submitted. 

June 6-7-8-9: Hearing upon application 
of Northwestern Bell Telephone Co. for 
permanent rate schedule; testimony ad- 
duced and cause taken under advisement, 
with permission to parties to file memo- 
randum brief, if desired, by July 1. 

June 18: Hearings at Auburn and Peru 
upon application of Lincoln Telephone 
Co., of Lincoln, for permission to increase 
rates at newly acquired exchanges at 
Howe and Peru. 

New York. 

June 12: Hearing at New York City 
on petition of New York Telephone Co 
for increased rates, tolls and rentals in 
New York City. 

June 12: Hearing at New York City 
on statewide affairs of New York Tele- 
phone Co. 

Nortu Dakora. 

June 5: Order issued denying the ap- 
plication of the Citizens Telephone Co., of 
Bathgate, to dismantle the exchange and 
system at Hamilton, but authorizing them 
to extend a line from Bathgate to Hamil- 
ton and connect Hamilton subscribers with 
the Bathgate exchange. 

June 16: Hearing at Crete on applica- 
tion of Hample-Crete Telephone Co. to 
increase rates or discontinue exchange at 
Crete. 

June 16: Hearing at Stirum on petition 
of Hample-Crete Telephone Co. to in- 
crease rates at Stirum or for permission 
to discontinue exchange. 

June 16: Hearing at Gwinner on appli- 
cation of Hdample-Crete Telephone Co. 
to increase rates, discontinue exchange or 
sell exchange at Gwinner. 

OnIo. 

June 2: Application filed by Ohio Bell 
Telephone Co. to fix new unified rates in 
Dayton. 

June 2: Ohio Bell Telephone -Co. au- 
thorized to increase business rates $1.00 a 
month and residence rates 50 cents a 
month in East Liverpool and Wellsville. 

June 16: Hearing on application of 
Ohio Bell Telephone Co. for authority to 
establish unified service charges in Berea, 
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North Royalton, Strongsville and Chagrin 
Falls exchange areas. 

June 3: Reply filed by Ohio Bell Tele- 
phone Co, taking exception to City Attor- 
ney Leach’s protest against service con- 
nection charges fer Columbus. 

OKLAHOMA, 

May 31: Order entered modifying 
order of April 1 regarding coin boxes at- 
tached to telephones in business houses in 
Oklahoma City. If boxes are not in- 
stalled, payment must be made according 
to measure for calls made by customers. 

PENNSYLVANIA. 

June &: Hearing held at Harrisburg 
on application for merger of Lykens Tele 
phone & Telegraph Co. with Wiconisco 
Telephone & Telegraph Co., of Elizabeth- 
ville. 

WISCONSIN. 

June 5: Application filed by the Com- 
monwealth Telephone Co., of Madison for 
authority to increase its rates in the city 
of Edgerton. U-2725. 

June 7: Complaints filed by Julius 
Diederich and others against the Wauna- 
kee Telephone Co. and the Farmers Union 
Telephone Co. alleging that the 5-cent 
rate for messages between Middleton and 
Waunakee is unjust and unreasonable. 
U-2728. 

June 8: Application filed by the Plattes- 
ville, Rewey & Ellenboro Telephone Co., 
of Plattesville, for authority to increase 
rates. U-2730. 

June 12: Hearing at Madison on the 
application of the Marquette & Adams 
County Telephone Co., of Friendship, for 
authority to increase rates. U-2724. 

June 12: Hearing at Madison on the 
complaint of Ray S. Owen and _ others 
against the Wisconsin Telephone Co. re- 
garding the refusal of the company to 
transmit speeches, etc., from the city Y. 


M. C. A. to the radio broadcasting station 


at the University of Wisconsin. U-2689. 

June 14: Hearing at Madison on the 
complaint of A. G. Becker et al against 
the Allenton-Kohlsville Telephone Co. and 
the Washington County Telephone Co. to 
show cause why a rehearing should be 
granted. U-2474. 

June 14: Hearing at Madison on the 
complaint of city of La Crosse vs. La 
Crosse Telephone Co. asking for a re- 
duction in telephone rates. U-2707. 








WANTED TO BUY—A telephone 
company operating two or more ex 
changes. State type of equipment and 
full particulars. Address 5012, care of 
TELEPHONY. 


POSITION WANTED 


WANTED—Position as wire chief or 
combination wire chief and manager. 
Best references, ability and character 
Technical graduate. Experienced i 
all departments. Missouri preferred. 
Address 5016, care of TELEPHONY. 


HELP WANTED 


WANTED — Switchboard line an 
key cable formers, solderers, etc., 
our factory. Year around work for 
reliable men. Monarch Telephone Mfg 
Co., Fort Dodge, Iowa. 























WANTED—A Nebraska exchange 
300 telephones has an attractive in- 
vestment and management for man. or 
right character. Address 5014, care 
TELEPHONY. 





